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THIS MAN IS 


IN THE DARK 


. because he doesn’t know about our complete kit of JuvENILE 
endowment and limited payment life policies. One series pro- 
vides level death benefits (except at age 0) and the other provides 
return premium benefits. He doesn’t know that waiver of pre- 
mium can be issued on all forms for both death and disability of 
adult applicant and other plus values... for example... 

On most of our juvenile policies, the waiver of premium 
benefit waives all premiums falling due after death or 
disability of the adult applicant. . . Union Mutual issues 
juvenile plans up to $150,000 face amount where state 
laws permit... Also, our juvenile plans can be written 
non-medically up to $10,000 face amount. 

And last but by no means least, Union Mutual has a sales-pro- 
voking Juvenile Estate Plan providing $1,000 of insurance to 
age 21 and $5,000 thereafter for each unit. The premiums remain 
level throughout the life of the policy and 

cease at age 65. 
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There are about as many retirement programs 
as there are people. And when it comes to a variety 
of policy contracts to cover these programs—New 
England Mutual writes the field completely! 

Whether it’s an Individual Contract Pension 
Trust. Or a Personal Retirement Income Contract. 
Or Group Life Insurance. Or Group Annuities. 
Or Profit-Sharing Plans. It makes no difference 


m NEW ENGLAND 








what the problem is, New England Mutual has 
the answer. 

All of New England Mutual’s highly spe- 
cialized experience in this important field is avail- 
able to brokers and agents of non-pension or 
group-writing companies. 

You can profit from this experience. All you 
have to do is contact our nearest general agent. 


MUTUAL 


Life Insurance Company of Boston 





THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 





THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the National 
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New Pay-as-you-go 
Plan for Social 
Security Offered 


Blagden Outlines Realistic 
Application of Idea at 
New England Conference 


BOSTON—Henry E. Blagden, 2nd 
vice-president and associate actuary 
of Prudential, offered a plan providing 
for a “realistic application of the pay- 
as-you-go principle” to social security 
in his talk Tuesday at the New Eng- 
land Conference on Social Security. 

Mr. Blagden’s plan would gear taxes 
to payments, though with a provision 
to prevent too sharp an increase in 
taxes on a reduced aggregate payroll in 
a recession, when out-of-work eligibles 
would start drawing benefits, boosting 
the total benefit payments. Mr. Blag- 
den said his plan should at least avoid 
accentuating the ups and downs of the 
economy and might even to a limited 
extent cushion the effects of cyclical 
fluctuations in the economy. One of 
the advantages that a so-called pay- 
as-you-go financing method should 
achieve is avoidance of the type of 
arguments that have delayed tax in- 
creases which were supposed to have 
been made before now, said Mr. Blag- 
den. While Congress can’t commit a 
future Congress on taxes any more 
than on benefits, “if a basic philosophy 
underlying the tax schedules can be 
established in terms which are readily 
understandable to the general public, 
then if a change is made, an informed 
public will have to be satisfied as to 
| the reasons for the change.” 


With a 2% tax rate on employer, 
some further rise in the social security 
fund can be expected but it won’t be 
so many years before the year arrives 
in which the benefit payments and 
administrative expenses will exceed 
the interest on the fund, plus the 
contributions for that calendar year 
on a 2% basis, said Mr. Blagden. For 
that calendar year he proposes to 
increase the contribution rate automa- 
| tically so that the income from interest 
| and taxes will equal the outlay in 
benefits and expense. 

To permit employers to establish 
machinery to handle the changing 
contribution rate from employes, the 
tax rate for any calendar year should 
probably be established by the pre- 
vious Nov. 1. This procedure would 
| toth the b estimating ahead of time 














both the benefit payments and taxable 
| payrolls and it would be impossible to 
| do this with complete accuracy. Hence, 
Mr. Blagden suggested that any excess 
| of income over outlay in one calendar 
) year be used as an offset to the tax 
ee in the succeeding year and like- 
—— | Wise any deficiency in income com- 
sith year, | Dared with outlay be added to the 
er June Succeeding year. 
, _ Should a recession occur, with bene- 
| fits going up and taxable payrolls 
(CONTINUED ON PAGE 19) 


ACTUARIES HEAR LARUS 


Uniform Company 


Expense Measures 
in NAIC Baliwick 


Legislation along the lines of the new 
law in New York vesting certain pow- 
ers in relation to allocation and report- 
ing of company income and expenses 
in the superintendent of insurance 
is more properly in the province of the 
blanks committee of National Assn. of 
Insurance Commissioners than in the 
isolated action of a single jurisdiction, 
declared John R. Larus, Phoenix Mu- 
tual Life, in his presidential address 
before the Society of Actuaries’ an- 
nual convention being held the latter 
part of this week at Chicago. 

Mr. Larus expressed hope the law 








JOHN R. LARUS 


will be tempered with a full under- 
standing of the many facets of the 
problem. Admitting that there is an ad- 
vantage in having company annual 
statements on a more nearly uniform 
basis, he said apparently it is being at- 
tained through the medium of further 
state supervision of management’s con- 
trol of its own internal affairs. There 
is danger, he observed, that such legis- 
lation may result in added cost of in- 
surance by requiring unnecessary ac- 
counting. Also, it may encourage 
expense comparisons which are gener- 
ally recognized to be misleading. 
Because such legislation is binding 
on the accounting methods of com- 
panies domiciled in many states, he 
expressed the belief there would be 
less confusion and conflict if the mat- 
ter were put before the NAIC group. 
Because enlarged membership has 
decreased the opportunity for individ- 
uals to take part in society programs, 
and because the scope of actuarial in- 
terests has expanded, Mr. Larus pro- 
posed that a seminar style meeting, 
consisting of simultaneous sessions, be 
held. This would make it possible to 
cover several additional topics. Those 
members having interest in more than 
one of the simultaneous sessions could 
(CONTINUED ON PAGE 19) 
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List Participants 
for LIAMA Panel on 
Helpful Advertising 


Participants in the panel “How Ad- 
vertising Pays Off for Us’, a feature 
of the L.I.A.M.A. annual convention 
to be held at Chicago Nov. 9-13, have 
been announced. D. Bobb Slattery, 
agency vice-president Penn Mutual, is 
chairman of the panel, organized by 
Frederick J. Kiefner, advertising and 
publications manager Provident Mu- 
tual Life. 

Margaret Divver, advertising mana- 
ger John Hancock, will discuss the 
experimental newspaper campaign 
conducted by her company in 10 cities; 
Jose L. Hirsh, vice-president Sun Life 
of Baltimore, will review a successful 
recruiting campaign conducted by his 
company; Karl Ljung, vice-president 
in charge of agency operations Jeffer- 
son Standard, will explain his com- 
pany’s “Mr. 4%” campaign; Jack R. 
Morris, director of public relations 
Business Men’s Assurance, will tell 
how “a very small advertising budget 
is doing a remarkably big job,” and 
Robert E. Templin, assistant director 
of agencies Northwestern Mutual, will 
discuss his company’s Steubenville, 
O., advertising project. 


Plan MDRT Panel at N. Y.C. 


NEW YORK—The next educational 
meeting of the New York City Life 
Underwriters Assn., to be held Nov. 12 
at Hotel Astor, will be addressed by 
five Million Dollar Round Table mem- 
bers, each speaking on why he wanted 
to make the MDRT, how he did and 
what he is doing to stay there. The 
speakers are N. S. Bienstock, Massa- 
chusetts Mutual; Michael P. Coyle, 
Phoenix Mutual; Sadler Hayes, Penn 
Mutual, and R. Jay Wilcox, Pruden- 
tial, all of New York City, and Patrick 
M. Mucci, Metropolitan Life, Paterson, 
N. J. David Marks, Jr., general agent 
of New England Mutual, arranged the 
program and will be moderator. 


MDRT Applications 
Being Mailed Nov. 1 


Applications for membership in 
the 1954 Million Dollar Round Table 
will be mailed on Nov. 1 to all 1953 
members, according to Chairman G. 
Nolan Bearden, New England Mu- 
tual, Los Angeles. 

Applicants may file membership 
papers at any time after receiving 
forms. It is not necessary to wait 
until Jan. 1 to send in qualification 
papers. 

Agents who do not receive appli- 
cations and other forms in the cur- 
rent mailing, may obtain them by 
writing MDRT at 1 North La Salle, 
Chicago. 

Qualification credits for 1954 are 
the same as for 1953. Certain 
changes were made through amend- 
ments to the by-laws at this year’s 
MDRT meeting, but they do not 
take effect until next year. 

The 1954 MDRT meeting is sched- 
uled to be held at Coronado, Cal., 
June 15-18. 




















57th Year, No. 44 
October 30, 1953 







Thomas. Parkinson 
to Resign as 
Equitable Chairman 


N. Y. Department Also 
Announces Filing of Long 
Awaited Examination Report 





NEW YORK—The New York De- 
partment this week issued the fol- 
lowing announce- 
ment: 

“The superin- 
tendent of insur- 
ance, Alfred J. 
Bohlinger, has an- 
nounced that the 
report on examin- 
ation of the condi- 
tion and affairs of 
the Equitable Life 
Assurance Society 
of the U.S. has 
been filed by his 
office. 

“Mr. Bohlinger also announced that 
Thomas I. Parkinson, chairman of the 
board of directors and a director of the 
society, had informed his executive 
committee of his decision to resign at 
the annual meeting in February, 1954.” 


T. I. Parkinson 


The examination report is the one 
dated Nov. 21, 1951, covering the com- 
pany’s position at Dec. 31, 1950. Offi- 
cial “filing” of it was deferred pending 
further investigation at the request of 
Superintendent Bohlinger by former 
City Judge William A. Mertens, Jr., but 
news of the content became common 
knowledge and was printed in the daily 
papers and insurance journals. 

Main criticism was aimed at the 
large amounts of money spent on ad- 
vertising through the New York ad- 
vertising agency of C. V. Parkinson As- 
sociates, headed by the son of Equit- 
able’s then president. 

The report states, “There is no evi- 
dence that this firm functioned as an 
advertising agency on a countrywide 
scale before it was favored with the 
Equitable account.” 

The report of Judge Mertens, which 
since has been filed along with the ex- 
amination report, makes no changes 
in the original report signed by John 
D. Byrne, department examiner, and in 
some respects reinforces the examiner’s 
criticisms. 





Independence of N. C. Hikes 
Capital, Enters A. & H. Field 


Independence Life of Charlotte, N.C., 
has increased its capital and reserves, 
has been licensed for A. & H. insur- 
ance in North Carolina and put itself 
into position to enter other states. It 
has issued 28,616 2/3 shares of $1 par 
value common stock at $3 a share. This 
represents the unissued portion of the 
company’s authorized 200,000 shares 
of stock and raises its capitalization to 
$200,000, which is required by the state 
for A. & H. Its surplus is in excess of 
the $100,000 required. Former Commis- 
sioner Cheek is now consultant with 
Independence. 
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Agent Must Identify Problems to Motivate 
Prospect, Middle Atlantic LIAMA Grads Told 


Most human activity is aimed at the 
relief of uneasiness and it is the agent’s 
job to get the individual to face the 
contingencies of the future as some- 
thing to be uneasy about and take 
action against, John S. Sinclair, pres- 
ident of the National Industrial Con- 
ference Board and former executive 
vice-president of New York Life, told 
the annual management conference of 
the Atlantic Alumni Assn. of graduates 
of the L.I.A.M.A. schools of manage- 
ment, held at Rye, N. Y. 

Mr. Sinclair also pointed out that 
people really don’t want things, they 
want satisfactions, and the agent 
should understand this. It is not up 
to the agent to try to create a salable 
life insurance product, he said. That 
is the job of the actuary and the in- 
vestment man. But the agent can do 
much in the way of interpreting to 
the home office what the public wants. 
It is for the home office to try to come 
as close as it can to meeting the 
public’s wants. 

Anton Krug, general agent of John 
Hancock at Rochester, N. Y., discussed 
the problem of maintaining enthusiasm 
among agents. He was critical of those 
who emphasize the small percentage 
of new men who survive. This is very 
discouraging to the new man. He 
stressed the never-ending necessity 
for training, even after an agent has 
been in the business for many years. 

Mr. Krug made a rather surprising 
statement in this connection. He said 
that the quality of the education and 
training isn’t so important as keeping 
it constantly going. The agent gets a 
morale boost out of the feeling that 
he is learning and that his agency is 
taking an interest in his learning. 
Learning gives a fresh approach to 
the job, which is vital. 

Mr. Krug listed as the ABCs of 
running an agency successfully: Ade- 
quate production to justify the general 
agent’s existence; build permanently 
successful men; control expenses. 

He gave these principles: (1) strive 
to improve morale by constant fear 
of not having it, for L.I.A.M.A. data 
show that many agencies that think 
they have the best morale have the 
worst; (2) it should never be forgotten 
that it is hard to sell life insurance and 
every effort should be made to help 
the agent; (3) every general agent 
should recruit a minimum quota of 
new men who stay in the business; 
(4) agent and agency financing must 
be well understood, that it takes four 
or five years for an agent to get him- 
self well established; (5) continuity 
is the answer to the training problem 
and is more important than quality. 


Robert Campbell, Fidelity Mutual, 
Altoona, Pa., a member of the Million 
Dollar Round Table, said he has kept 
honest records on his work since 1932 
and that any agent or general agent 
who doesn’t keep such records is 
wasting his time. Mr. Campbell said 
analysis of his own records showed 
how he had been fooling himself about 
the use of his time, the effectiveness 
of his interviews, and the need for 
upgrading his prospecting. The value 
of record keeping was first impressed 
on him by his father, a farmer, who 
unlike most farmers, kept records on 
his cows and thus weeded out the 
poorer producers. 

Mr. Campbell related that he started 


selling life insurance in his farming 
community during the winter when 
farming was inactive. He sold $100,000 
in December and was transferred to 
Baltimore, where he was a flop. He 
returned to his home area and did 
fine. It is an error, he pointed out, 
for an agent to expect to be effective 
in a market that is not natural to him. 

Kenneth L. Anderson, who has just 
resigned as vice-president and mana- 
ger of agencies of Union Mutual Life, 
discussed these principles for an 
agent’s success: The agent must under- 
stand the financial future—that it takes 
about five years to get established. If 


he doesn’t appreciate this he loses 
confidence. He must develop good 
habits. He should buy life insurance 
substantially himself. Education must 
be early and often and guided, for he 
can’t educate himself. Prospecting 
techniques would fit the agent and 
most new men work better on the 
endless chain than the center of in- 
fluence basis. The agent must have the 
“do it now” motivating power as a 
closer or everything else he does is 
ineffectual. He must understand pres- 
tige—what it is and how to attain it, 
and that the big thing is prestige in 
his work, not in sideline activities. 
Each agent is a unique individual and 
his performance must be geared to his 
aspirations. 

Judd Benson, manager for Union 
Central at Cincinnati, said that in 25 
years he’d never heard an agent say, 
“My prospects are good but my morale 
is low.” In his agency selling is likened 
to a furniture factory. Each interview 
with an agent starts, “How is your 
supply of logs?” If the factory hasn’t 
enough logs, it’s no use talking about 
anything else. 


Stockholders OK Merger 


of Constitution, Sterling 


A proposal to merge Sterling Ins. Co. 
of Chicago and Constitution Life of 
Los Angeles was approved at stock- 
holder meetings of both companies 
this week. The surviving company is 
to have the name Constitution Life, 
with headquarters at Chicago. 

The merger plans now must be sub- 
mitted to the companies’ home state 
insurance commissioners, as well as 
to a third commissioner. 

Nearly all the stock of both compa- 
nies is owned by John MacArthur, 
president of Bankers Life & Casualty 
of Chicago. Constitution at Dec. 31, 
1952, had assets of $11,385,043, with 
ordinary insurance in force of $117,- 
216,358. Its industrial business in force 
was $9,154,900 and it had A. & H. 
premiums in 1952 of $4,071,705. As of 
the same date, Sterling had assets of 
$8,395,952 and for the year had A. & H. 
premium income of $7,874,124. During 
1952 the company’s life insurance in 
force was reinsured by Bankers Life 
& Casualty, the latter company at the 
same time reinsuring a block of A. & H. 
business with Sterling. 





Gleaner Reelects Ransford 

Gleaner Life held its annual con- 
vention at Mansfield, O., this week, 
reelecting R. George Ransford as pres- 
ident for a term of six years. 





Eastern Shows 102% Gain 


NEW YORK—Eastern Life reports 
an increase of 102% in new business as 
against a 15% rise for the first nine 


months of 1952. In recognition of this 
achievement and the fifth anniversary 
of Murray April, director of agencies, 
the board of directors will give a testi- 
monial dinner in Mr. April’s honor 
Nov. 24 at the Hotel Astor, New York 
City, to which agents who participated 
in the record production will be in- 
vited. A testimonial campaign in Mr. 
April’s honor is underway and will 
conclude Dec. 31. 


General American Adds 


Three Detroit Managers 


Three new production units headed 
by Arthur Babian, 
Dalton L. Mullins, 
and George Coury 
as district mana- 
gers have been es- 
tablished at De- 
troit by General 
American Life. 
They join a fourth 
Detroit district 
manager, Edward 
T. Walling, who 
has been with 
General American 
for several years. 
Leonard Maender 
is supervisor of 
the Detroit agencies. 

Mr. Babian entered the business 
at Detroit with Fidelity Mutual Life 
and in 1952 was named supervisor 
for Provident Mutual Life. , 

Mr. Mullins started in 1945 with 
Western & Southern Life at Detroit 








Arthur Babian 





Dalton L. Mullins 


George Coury 


as an agent. He was promoted to 
assistant manager in 1949. He has 
been a supervisor for Provident Mu- 
tual Life at Detroit. 

Mr. Coury began with Metropolitan 
as an agent at Detroit in 1946, advan- 
cing to assistant manager in 1948. 

The company also has named Willi- 
am A. Porter district manager for San 
Bernardino county, Cal., and Michael 
T. Carr, district manager at Pittsburg, 
Kan. Mr. Porter, who will have head- 
quarters at Victorville, recently was 
released from air force duty. He had 
previous insurance experience with 
Equitable Life of Iowa at St. Louis. 
Mr. Carr for seven years has been with 
National L. & A. as an agent and in 
supervisory work. 





Pacific Mutual Promotes 
Liggett to Group Secretary 


Darwin S. Liggett, formerly assistant 
secretary of Pacific Mutual’s group 
department, has been appointed group 
department secretary. Mr. Liggett will 
be primarily responsible for field 
sales and service, including super- 
vision of field sales personnel. Stephen 
S. Taft, Jr., also secretary of the group 
department, will be responsible for all 
aspects of home office group admini- 
stration, including personnel and pub- 
licity. 

Mr. Liggett joined Pacific Mutual in 
1951 as group manager at Chicago. He 
was advanced to midwest regional 
supervisor in 1951 and to group de- 
partment assistant secretary a year 
later. He entered insurance in 1937. 





e George Pollard, agent at Richmond 
for Atlantic Life, addressed the Rich- 
mond chapter of Institute Auditors on 
“Weekly Premium Insurance.” 


$2 Billion U.S. Bond 
Issue Has Little 
Appeal for Insurers 


NEW YORK—Little if any partig. 
pation in the $2 billion governmg 
bond issue announced this week is ¢. 
pected from life companies. The issy 
is aimed at the commercial banks rath. 
er than at accumulations of saving 
The maturity of seven years and jj 
months is too short and the 234% ip. 
terest rate too low to interest life com. 
panies. 

Life company financial executive 
are interested in the new issue, hoy. 
ever, as an indication of the govem. 
ment’s ideas on maintaining a balang 
between inflationary and deflationan 
influences in the economy. The issue; 
rate is right at the market—that j 
the bond should not move appreciab} 
either up or down after issuance yp. 
less the government bond market x 
a whole moves. This indicates a cop. 
tinuation of the current Washingt 
attitude, which is somewhat less on the 
hard side than it was last spring. 


This attitude seems to be partly due 
to a conviction that there is less jp. 
flationary steam in the economy than 
last spring and partly to political pres. 
sures. 

There is still another $10 billion of 
financing for the Treasury to do in 
December and there is some specula- 
tion on whether some of this may not 
be on a long-term basis, in line with 
the program of spacing out present 
short-term refinancing. What is done 
will doubtless depend largely on what 
the government fiscal authorities think 
about the kind of medicine the econo- 
my needs—a little inflationary shot in 
the arm or a slight deflationary seda- 
tive. 

In the next year there will be rough- 
ly $80 billion of refinancing to do and 
here again the length of maturities 
and the rate of interest will presum- 
ably depend on whether the seers feel 
that the economy needs boosting or 
restraining. 





McCune Talks at St. Louis 


Meet Honoring New CLUs 


New C.L.U. and L.U.T.C. certificates 
were awarded at the first fall meeting 
of St. Louis Life Underwriters Assn. 
by Dr. Willis H. Reals of Washington 
university. 

“Estate Planning for Professional 
Men” was discussed by Donald C. 
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McCune, Fidelity Mutual Life, Pitts- 
burgh. He said he has found consider- | 
able _Success by concentrating on 4a 
certain class of professional men, and 
now has 40 dentists as clients. He | 
expects to increase this number to 200. 
Before conducting an interview, Mr. 
McCune sends prospects all pertinent 


pamphlets made available by Z| 


organizations. 


Discuss A. & H. Problems 


Problems that arise between A. & H. 
companies and doctors, hospitals and 
clinics were aired at an open forum of 
Kansas Assn. of A. & H. Underwriters 
at Wichita. Moderator of a panel was 
E. L. Mack, Provident L.&A. F. L. 
Robertson, Pacific Mutual, association 
president, presided. 





e North American Life & Casualty has 
been licensed in California. 
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Say Three-Prong 
tox Approach Favored 
by Life Insurance 


WASHINGTON—Life insurance in- 
terests are understood to favor pres- 
ently proposed strategy for handling 
taxation legislation at the coming ses- 
sion of Congress. 

Instead of a single big over-all tax 
g revenue bill, present contempla- 
tio would split the program into three 
parts and three bills for dealing with: 
(1) corporation taxes, (2) new reve- 
nue proposals such as excise taxes, 
ete. (3) technical changes in the in- 
ternal revenue laws. 

While three bills might take longer 
to pass than one, the view expressed 
in life insurance circles is that be- 
cause of its many facets and contro- 
yerial features, a single bill might fail 
of passage. Also, if three bills could 
not be passed, it would perhaps be 
easiest to pass bill No. (3). 

That would be preferred by life in- 
terests, it is believed, because it could 
cover a number of technical changes 
suggested by life industry representa- 
tives at House ways and means hear- 
ings, relating to taxation of annuity 
incomes, also regarding pensions and 
a number of other problems involving 
income and estate tax laws. 

While taxation of life insurance 
company income could be considered 
along with other corporation tax prob- 
lems in bill No. (1), in the event that 
the latter did not become law that sub- 
ject could be dealt with in bill No. (3), 
as the present life insurance company 
tax law was continued for one year in 
the so-called “bob-tail” tax bill passed 
during the closing hours of the last 
session of Congress. 





New World Life Has 


Top Level Appointments 


New World Life has advanced Rich- 
ard I. Calkins from assistant treasurer 
to treasurer. He thus takes over part 
of the duties of Edward J. O’Shea, 
vice-president and treasurer who has 
retired. The company also has ad- 
vanced Phillip Soth from assistant ac- 
tuary to actuary. He assumes part of 
the duties of another retired officer, 
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Russell C. Burton, vice-president-sec- 
retary-actuary. The company also has 
named John D. Carmody as secretary. 

Roy A. Hollyfield, who has been 
with Farmers insurance group of Los 
Angeles, the company which bought 
controlling interest in New World Life 
ashort time ago, has been named New 
World’s home office manager. He 
started with Farmers in the middle 
30’s. later served at Kansas City and 
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in 1947 was named assistant controller 
at the home office. In 1948 he went to 
Portland, Ore., as office manager, 
transferring to Merced, Cal., in a simi- 
lar post two years later. 





Oakland Investment Forum 


An investment forum co-sponsored 
by Oakland-East Bay Assn. of Life 
JInderwriters is under way at the Mer- 
ritt School of Business, Oakland, Cal. 
“The Stock Market and Securities”, 
the first of six meeting themes, was 
discussed Oct. 26 by John G. Eidell, 
president of Security Analysts of San 
Francisco. 

Following meetings will have these 
speakers and their respective topics: 
Nov. 2, “Security Analysis”, Charles 
E. Mynard, investment counsellor, and 
“What Makes Us Tick”, animated mov- 
le produced by New York stock ex- 
( e; Nov. 9, “The Current Econom- 
le Outlook”, Howard Tharsing, senior 
analyst with Dean Witter & Co.; Nov. 


16, “Real Estate as an Investment”, 
Abe Doty, Oakland Real Estate Board; 
Nov. 23, “Life Insurance, the Basic In- 
vestment”, Harry R. Pinney, Bankers 
Life of Nebraska and president of the 
sponsoring association; Nov. 30, “Es- 
tate Planning”, Robert M. Harkness, 
investment counsellor. 


K. L. Anderson Resigns as 
Union Mutual Life V.-P. 


Kenneth L. Anderson, who joined 
Union Mutual Life last February as 
vice-president and 
manager of agen- 
cies, has resigned 
effective Nov. 15. 
His future plans 
have not been an- 
nounced. 

Before going 
with Union Mutu- 
al, Mr. Anderson 
was senior consult- 
ant of LIAMA. He 
entered insurance 
in 1935 with the 
Sprague agency of 
Provident Mutual 
at New York City. 
He was advanced to supervisor in 
1938 and to assistant general agent in 
1941. He went with LIAMA in 1949 
and became well known as a life in- 
surance speaker. Besides’ writing 
several LIAMA booklets and serving 
on the teaching staff of its agency 
management schools, he served as 
staff representative on the large com- 
panies committee and on the in- 
stitutional advisory council on life 
underwriter education and training. 








Kenneth L. Anderson 





Wright Manager of New Office 

Southland Life has opened a branch 
office at El Paso to serve Texas west 
of the Pecos and southern New Mexico. 
O. J. Wright, Jr., named manager, for- 
merly was manager for Paul Revere 
Life at El Paso. 





Columbus Mutual ‘Golden Triangle’ Plan 
Helps New Agent Train, Educate Himself 


After five years of devising, field- 
testing, and revising, Columbus Mutual 
Life has brought out its “Golden Tri- 
angle” career plan for agents. The plan 
has for its symbol a triangle with sides 
designated attitudes, training, educa- 
tion, within a larger triangle labeled 
profitable prospecting, money-making 
mechanics, and successful selling. 

A prominent feature of the plan is 
that it completely separates training 
from education. Also, the material is 
given to the new man as he is ready 
for it and not piled on him in such 
profusion as to give him mental in- 
digestion. Education requires texts 
whereas training requires tools, as Ben 
F. Hadley, vice-president and superin- 
tendent of agencies, puts it. 

Columbus Mutual found that readily 
available and adequate materials could 
be put together into a complete edu- 
cational program from Diamond Life 
Bulletins, R. & R., L.U.T.C., and C.L.U.; 
and from material in life insurance 
trade journals, life underwriter asso- 
ciations, sales congresses, etc. 

“Had we not separated education 
from training, we might have felt that 
a program embodying all of these was 
a complete and adequate plan for the 
career development of our agents,” 
said Mr. Hadley. “However, with the 
complete program of education, there 
still remained training—and training 
required tools. It was impossible to 
even begin to talk about training until 
first we had decided just what we 
wanted our new men to do, just how 
we wanted them to do it, and had 
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DOWN 


AND ONE TO GO 


The increase in the insurance in force figure for the first 
9 months of 1953 is 51.74% greater than for the first 9 


months of 1952. 


Insurance in force at the end of the 9th month of 1952 
totaled $588,114,001. At the same period in 1953, the in- 
force figure had increased to $685,517,457, a gain of 16.56%. 

With three quarters behind us and one quarter to go, 
Commonwealth is well ahead of schedule to pass the 700 


million dollar mark in 1953. 


This is another milestone in the steady progress which 
has brought Commonwealth to the threshold of a billion 
dollars in force. To Commonwealth’s many fieldmen we 
extend sincerest congratulations on a job well done. 


INSURANCE IN FORCE, September 30, 1953, $685,517,457 


COMMONWEALTH 


Life Insurance Company 


HOME OFFICE ° 


The Doorway to Security 


 —___— 





LOUISVILLE, KY. 


devised the actual tools. we wanted 
them to use in doing it.” 

It took more than five years to de- 
vise and field-test the minimum num- 
ber of training tools essential for an 
over-all program for the new man. 
Out of hundreds of jobs a new man 
might do, the company had to pick 
those that it felt were the minimum 
essentials. Out of the thousands of 
ways of getting those jobs done it had 
to pick the very few ways that it 
thought were the best for a new man. 

Then, for each job and for each 
way selected for accomplishing it, the 
company had to devise a sure-fire, 


















Ben F. Hadley with 
the symbol of Columbus 
Mutual’s new “Golden 
Triangle” plan for build- 
ing successful agents. 


easy-to-use tool that would actually 
work for a new man in the field. Then 
followed field testing and revision to 
correct inadequacies, and strengthen 
weaknesses. 

As each tool was developed it was 
necessary to develop a training guide 
for that particular tool to make it 
simple and easy to train a new agent 
in its use. In fact, the company regards 
each training guide as a combination 
learning tool and training tool. The 
training guides were also field-tested 
and then improved on the basis of 
what the tests showed. 

Next step was to develop a method 
of assembling and disbursing the 
“Golden Triangle” material to the new 
agents. All supplies and materials are 
fitted into 16 separated but related 
“packages.” There are 16 colorful file- 
folders with imprinted tabs indicating 
the contents of each package. 

Each package contains a covering 
letter explaining the contents and use 
of the package; a learning guide and 
check-list which is a step-by-step out- 
line of what, when, and how to learn; 
and all the supplies and materials 
necessary to fit that particular pack- 
age. All the instructions and mimeo- 
graphed material are mimeographed 
on specially designed stationery. 

The 16 packages are mailed out on 
a carefully thought-out schedule. The 
first six are sent to the new agent the 
day after the home office gets his con- 
tract papers. These are: (1) descrip- 
tion of the “Golden Triangle” plan; 
(2) stationery and supply requisitions; 
(3) applications, new business forms, 
and underwriting information; (4) 
company and _ competition—general 
ideas and supplies; (5) attitudes and 
education—D.L.B., R. & R., L.U.T.C., 


C.L.U., ete.; (6) the “Accumulator’ 
sales plan—training guide and sup- 
plies. 


The Tuesday after the first week in 


which the new agent produces business 
(CONTINUED ON PAGE 13) 
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PRAISE THE LORD 
AND PASS THE 
AMMUNITION! 




































A Navy Chaplain, aboard the Cruiser New 
Orleans, uttered the above, oft-repeated, fa- 
mous statement. It could well be the plea of 
every insurance representative. Pan-American 
Life Insurance Company offers the following 
“ammunition”: 


Fine training 

Excellent sales aids 

Highly competitive merchandise 
Career contract for career men 


IN ADDITION— 
Unexcelled Home Office 
Underwriting and Service 


Pan-American’s liberal 
compensation plan includes: 


NON-CONTRIBUTORY 
3. Pension Plan 


4. Disability Benefits 


1. Hospitalization 


2. Group Insurance 


For information Address 
CHARLES J. MESMAN 


Superintendent of Agencies 


CRAWFORD H. ELLIS 


President 


PAN AMERICAN 


EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 
MEW ORLEANS, U.S.A. 








| has 
| John D. Wells 

manager at Oma- 
| ha, effective Nov. 


entered the busi- 
' ness in 1946, has 
been field super- 
| visor at Omaha for 
| Guarantee Mutual 
Life. A graduate 
of L.I.A.M.A. man- 


Tucson, 


Boston, St. Louis 


Show Best Gains 
in September Sales 





ACTUARIES 








Boston and St. Louis, with a gain of CALIFORN [A 


17% each, showed the greatest 


in- 


crease for September in sales of life in- 


surance in major cities. 
was next, with sales up 16 


Cleveland 
%. Detroit 


led for the first nine months of the 


| 30%. 


| year with a life purchase increase of 


Among the states, Kentucky led the 
| month with a gain of 29% and Nevada 


with an increase of 37%. 





‘Security Mutual Clubs 


Elect at Lincoln Meet 


| was best in the nine-month period 


Top producers and general agents of 


Security Mutual 


Life of Nebraska 


elected respective officers at a three- 


day 


convention embracing 13 states, 


which was held at Lincoln. Theme of 
the meeting, “Your Keys to Security”, 
was set by Frederic M. Peirce, L.I.A.- 
M.A., and the welcoming address was 


| given by President T. A. Sick. 
winner of 


Perry Scdoris, Lincoln, 


the President’s Cup, was named presi- 


dent of the President’s 
Coordes, Ft. Morgan, Colo., 
vice-president. 


Club, and Hans 
was named 


The Leaders Club elected T. Joe 


Sandoval, Rawlins, Wyo., 


president, 


and Arthur N. Smith, Kansas City, 


| vice-president. Qualifiers Club officers 


| are Paul Schlichtemier, Scottsbluff, 


Neb., president, and Harold A. Dillman, 
Lincoln, vice-president. Russ W. Gent- 


of the General Agents Assn.; 


| zler, Jr.. Omaha, was named president 
vice- 


president is W. C. Talbot, Boise, and 


G. H. Sneltjes, 
secretary. 


Marshall, Minn., 


is 


Among quality award winners who 


received certificates 





| Wells Is Omaha sins 


Guardian Life 
appointed 


1. Mr. Wells, who 


| Fockele, Tracy Appointed 





from National 

Assn. of Life Underwriters was Willard 
| Parks, Hastings, Neb., who was recipi- 
| ent for the ninth consecutive year. 


agement _ school 

|; and an air force John D. Wells 

; veteran, he suc- 

' ceeds Robert Colquist, who has re- 
signed. 


Dean Fockele has been appointed 


| manager for Republic National Life at 
succeeding Fred Hazel who 
has resigned because of ill health, and 


| L. R. Tracy has been named assistant 
; Manager at Oklahoma City agency. 
| The latter has been with Republic Na- 
| tional seven years. 





| To Hold Tenn. Life Institute 
“Programming” will be the general 


! 


institute, 


| theme at the annual life underwriters’ 

sponsored by Tennessee 
Assn. of Life Underwriters, the Knox- 
ville association and the University 
of Tennessee college of business, to 

| be held at the university Nov. 6 and 7. 
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IES | Only Best Service Vests Insurance with 
First Claim to Provide Financial Security 









































\ The life insurance business and life 
————_ insurance men have come to regard 
rtain areas of financial security their 
URTH & a. “fish pond,” forgetting that they 
D have no vested right to those markets 
d will keep them only as long as they 
PUARIES - them adequately, Harold J. Cum- 
Los Angela mings, president, Minnesota Mutual, 
———————J told 200 registrants and guests at the 
annual Mid-West Management Confer- 
ence at French Lick, Ind. 
——— Mr. Cummings declared that “the 
EWS & only thing wrong with our markets is 
our failure to equip men to sell them. 
, Too often, life insurance men want to 
— add a fifth to the Four Freedoms, that 
Plans fifth being ‘Freedom from Work’.” 
° New Yor Whatever the economic future holds 
—————] depends on what the American people 
think, Mr. Cummings went on. So 
much of our national income goes for 
—————} pure luxury that any day the thinking 
yY & CO, of the public leads it to quit spending, 
we shall catapult ourselves into de- 
U ARIES pression. 
Drive The speaker cited statistics on the 
| amount of accumulated savings, the 
2-2633 | growing population, and capital in- 
———————!  vestment that indicate it is virtually 
————_| impossible for the country to ex- 
Associates perience a depression from economic 
ntants factors alone, but only from psycholo- 
gical. 
ty aaa “Life insurance men have a lot to 
Gillette, ¢.p4| do with what American people think,” 
W. ®. kel] he said. “They contact perhaps a half- 
million people a week. The time is 
here for them to start promoting 
-& CO positive thinking about the economic 
Ps r future of America.” 
e e e 
wn The conference heard an array of 
AMDEN, C.P.A, eight speakers give ideas and plans for 
aes “Raising the Sights of Your Present 
chicago 3, Manpower.” Speakers besides Mr. 
Cummings were C. L. Lundgren, man- 
ager Equitable Society, Detroit; Mrs. 
G. H. Plante, wife of the Cleveland 
general agent of John Hancock; Solo- 
— mon Huber, general agent Mutual 
| Benefit Life, New York City; Ray H. 
ght, Inc. | Wertz, general agent Lincoln Na- 
ies | tional, Detroit, newly-elected chair- 
President man of the General Agents & Managers 
Conference of NALU; W. J. Schergens, 
‘aha general agent Aetna Life, Shreveport; 
Hal Nutt, director of the Purdue 
school, and S. L. Zeigen, general agent 
Provident Mutual, New York City. 
—==_ The conference was summarized by 
RDT Ray Patterson, general agent Penn 
| Mutual, Indianapolis. 
es Mr. Lundgren, speaking on “Raising 
Michigan Sights by Overall Agency Operation,” 
, . 
declared that recruiting good, new men 
518 | is, in itself, one way of raising the 
| sights of present manpower. “To get 
good manpower,” he said, “you must 
| finance at a level that is as high as 
——=,_ the going wage for at least semi- 
g Actuaries skilled mechanics in your area.” His 
eocadiiaiae average financing of new men is 
currently running about $75 a week. 
Linder Mr. Lundgren also recommended 
York, N.Y | continuous training as part of the 
process of raising sights. Other helps 













; Conference program, spoke on “Raising 


are ego-recognition through bulletins 
on standings, frequent contests, leaders’ 
clubs, an annual dinner with wives. 
He offered as the formula for success 
in agency building, “LS /MFT—Last- 
ing success equals manpower, times 
financing, times training. 

Mrs. Plante, the first woman ever 
to appear on a Mid-West Management 


Sights by Getting the Cooperation of 
Wives.” She recommended that every 
general agent or manager take an 
inventory of his own talents and then 
those of his wife to see what talents 
of hers supplement his. He _ should 
then use those talents of his wife to 





Things get done fast for MONY Field Under- 
writers. Look at this case that came up recently! 


On Saturday, a prospect in Douglas, Wyoming, 
was examined and the application sent to our 


help in the agency job. 

Mr. Wertz urged the cooperation of 
the general agents and managers in 
the program of GAMC. He compli- 
mented the Mid-West Management 
Conference as the pioneer of such con- 
ferences and the one which kept alive 
the idea of association work in man- 
agement training in the days before 
the formation of GAMC. He pointed 
out that while much effort is spent 
on professionalizing the agents, far less 
is spent training the man who is 
supposed to train agents to a pro- 


evidence: 


fessional level. 

Financing in his agency is based on 
cases which have reached the typist 
for the estate report, Mr. Huber said. 
Each new man is required to get 10 
cases a month to the typing stage. If 
he fails, his financing is pro-rated 
accordingly. 


Basis of operation for the entire 
agency is estate-planning, “But you 
can’t become an estate-planner by 
reading about it,” Mr. Huber charged. 
“That is background only. You be- 


(CONTINUED ON PAGE 16) 


efficient service we can give it. And here’s the 


70 per cent of our policies are mailed out the 
same or following day applications are re- 


nearest Agency office in Sheridan. On Sunday, 
the Manager happened to check his post office 
box and discovered the application. It was im- 
mediately air-mailed to New York . . . reviewed 
... approved ...and on. Tuesday, the policy 
was delivered to the policyholder 2200 miles 
from the Home Office! 


Of course we can’t wind up each case this fast. 
But we do believe every case deserves the most 


ceived in the Home Office. 90 per cent are 
mailed out by the fourth day... only those 
cases requiring more information or special 
handling take a little more time. 


This is the kind of service the Home Office tries 
to put behind every MONY Field Underwriter 
. .. no matter where he is located. It’s fast and 
efficient... and it helps him cement good re- 
lations with his policyholders. 


— a 
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Green .......... Fair 
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C.F.Gold Is New 


= - 
N. €. Commissioner 

RALEIGH, N.C.—Charles F. Gold, 
41-year-old lawyer of Rutherfordton, 
to become Nort: Carolina’s new 
commissioner of insurance. 

His appointment was announced Oct. 
26 by Governor Umstead. Mr. Gold 
will take office on November 16, with 
Charles A. Hostetler continuing as act- 
ing commissioner until that date. 

Mr. Gold began practicing law in 
1937 after receiving a law degree from 
University of North Carolina. He has 
served as solicitor and as judge of the 
Rutherford county recorder’s court, is 
a veteran of the last war and was sec- 
retary to the late Congressman A. L. 
Bulwinkle for seven years. 

He served in the state senate in 1951. 
and was a member of the insurance 
committee then. 

As a commisioner, 


is 


he will succeed 





Waldo C. Cheek, who resigned Oct. 15 
to beccorne a consultant with Inde- 
pendence Life of Charlotte. 

e@ Stanicey S. McVey, regional super- 


visor with Prudential’s western home 
office. has been appointed manager of 
the Mission district in San Francisco. 
He started in insurance in the Rocky 


Mountain district at Denver as an 
agent in 1933 and was staff manager 
there from 1947 to 1952. He was form- 
erly a director of Denver Assn. of 


Life Uncerwriters. 
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E. H. Henning to Be 
Ill. Federation Head 


The names of the principal officers 
on the slate of the nominating com- 
mittee for Insurance Federation of I]- 
linois are made known in advance of 
the annual luncheon at the Palmer 





Harry Fuller Eldridge H. Henning 


House, Chicago, Nov. 3. Harry Fuller, 
who is manager of National Bureau of 
Casualty Underwriters, and is the out- 
going president, becomes the new 
chairman. Eldridge H. Henning, who 
is president of Central Standard Life, 
is named as the new president. First 
vice-president on the slate is Charles 
C. Rauschenbach, manager of Ocean 
Accident. Florence M. Manson is nomi- 
nated for executive secretary-treasur- 
er. She has been the assistant secre- 
tary and the principal headquarters 
personage since the retirement of Mrs. 
Lillian Herring Fuller. 

Insurance Director Barrett 
the principal speaker. 


will be 





Occidental Has New Group 
Unit: Eagle Elected a V.-P. 


Occidental Life of California has 
established a group sales and service 
division to be headed by Herbert D. 
Eagle who has been elected a vice- 
president. 

Except for selling and servicing, all 
other group functions will continue 
under the direction of John P. Dandy, 


vice-president. 

Mr. Eagle has been regional group 
supervisor at Los Angeles. He joined 
Occidental as a teachers group repre- 
sentative in 1941. After army service 
he returned to the company as a super- 
visor of the teachers group section. A 
year later he became an assistant re- 
gional group supervisor and was pro- 
moted to supervisor in 1948. 





Equitable, lowa, Assets 
Go Over Half-Billion Mark 


Assets of Equitable Life of Iowa 
crossed the half-billion dollar mark 
during October. New life paid for dur- 
ing the first nine months of the year 
totalled $94,009,113, the largest first 
nine months ever and 5.1% ahead of 
the same period in 1952. Insurance 
in force increased by $49,103,876, 
bringing the total to $1,281,165,051. 





Show Average Results of 


Travelers Rate Reductions 


The rate reduction announced re- 
cently by Travelers will lower the pre- 
mium average per $1,000 of insurance 
about $1.50 on ordinary and limited 
pay life, $1 on endowments and retire- 
ment income 65 and 70, and 35 cents 
on term forms. The disability reduc- 
tions average about 40 cents on all 
forms where a separate extra disability 
premium is charged. 





Paul Revere Sales Meet 


Fourteen general agents of Paul Re- 
vere Life attended a sales and manage- 
ment seminar at the home office and 
heard discussions on agency operations 
by home office staffers. 





Launch Texas Regionals 


Methods of obtaining cooperation 
between local associations and life in- 
surance companies were discussed at 
the first of a series of October regional 
meetings of Texas life underwriters 
associations. John H. Sheffield, general 
agent at Austin for Atlantic Life, was 
moderator of the Austin meeting, and 
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principal speaker was Ben P. Atkin. 
son, manager at Austin for American 
General, secretary of the Texas asso. 
ciation and president of the Austin 





Reserve Life Takes Slander 


Case to Supreme Court 


Reserve Life has petitioned the U.S. 
Supreme Court to review the lower 
court decision upholding a $8,500 ver. 
dict against Reserve Life for slander. 
ing C. H. Simpson, manager at Salem, 
Ore., for Reserve Life in its hospitali- 
zation and A&H department. Accord. 
ing to the petition the case arises from 
alleged shortages in the accounts of 
Simpson. It is in connection with the 
investigation of these shortages and 
inquiries and in the climate of mutual 
irritation, charges and counter charges 
that the words set forth in the findings 
of fact were allegedly spoken. 

The decision in this case, according 
to Reserve Life, is of great importance 
in the insurance industry as a whole. If 
every time an investigation is made 
by the employer of possible shortages 
in employes’ accounts it is faced by the 
probability of a suit for slander the 
operations of the companies will be 
seriously hampered. Reserve Life said 
that the case becomes even more ex. 
treme where as here there are large 
shortages which the manager or sales 
agent cannot or will not explain. If in 
such circumstances the attempt of the 
employer to clear up the shortages is 
to make him liable in damages for 
slander, then it is apparent, according 
to the petition, that no employer can 
seek to clear up such shortages and 
there is no incentive to the employes 
for honesty and efficiency. “No large 
business or organization can long exist 
in such a climate,” the petition said. 

The petition says that several of the 
words were spoken by employes of 
Reserve Life to other employes in the 
process of attempting to clear up the 
records of the Salem office. These 
words, according to the petition, were 
clearly privileged as being in the pub- 
lic interest and yet the lower court 
held that the trial court was correct 
in holding that none of the alleged 
words were spoken in good faith or in 
pursuance of any duty to speak nor 
were they conditionally privileged. 





Drew Sioux City Manager 


Ralph D. Drew, who has been as- 
sistant manager at 
Oklahoma City, 
has been promoted 
to manager at 
Sioux City, Ia., by 
Travelers. He suc- 
ceeds William J. 
Murphy, who was 
recently _ trans- 
ferred to Lubbock, 
Tex., as manager. 

Mr. Drew has 
been with Travel- 
ers since 1946 
when he _ became 
an agent at Aber- 
: deen, S. D. He was 
appointed a field supervisor in 1947, 
serving at Sioux City and then Des 
Moines where he was made assistant 
manager in 1950. He was transferred 
to Oklahoma City in 1951. He is an 
army veteran. 





Ralph D. Drew 





Stages Review at Home Oftice 
Equitable Life of Iowa is holding its 
semi-annual home office school of in- 
struction and review this week. The 
school is under the supervision of Earl 
E. Smith, assistant agency vice-presi- 
dent, and Wilson L. Forker, field train- 
ing supervisor, with instructors made 
up of members of the home office staff. 





Talk on College Retirement Fund 

Robert M. Duncan, actuary of 
Teachers Insurance & Annuity, at a 
meeting of the junior branch of Actu- 
aries Club of New York, discussed 
operations of College Retirement 
Equities Fund. 
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Swinford. Thiemann 


N.Y. Life 2nd V.-P.’s; 
Abbott, Keely Raised 


Ronald B. Swinford and A. H. Thie- 
mann have been named 2nd vice- 
presidents of New York Life. Mr. 
Swinford is in charge of insurance re- 
lations and Mr. Thiemann public rela- 
tions and advertising. 

John M. K. Abbott was made as- 
sistant vice-president in the public 





A. H. Thiemann R. B. Swinford 


relations department and James P. 
Keely was made assistant treasurer. 

The insurance relations department 
is responsible for maintaining and de- 
veloping further relationships between 
New York Life and other life groups. 
Mr. Swinford joined the company in 
1931 and was attorney, counsel and as- 
sistant general counsel before he was 
made head of the office of research and 
development, now known as the in- 
surance relations department, four 
years ago. 

Mr. Thiemann has done public re- 
lations and advertising work at New 
York Life since he joined the com- 
pany in 1933. He had previously been 
a newspaperman in the U.S. and Eu- 
rope, magazine editor, foreign service 
officer in the U. S. Department of 
Commerce, and advertising agency 
account executive. He was made as- 
sistant secretary of New York Life in 
1943 and assistant vice-president in 
1949. 

Mr. Abbott joined the company in 
1946, having previously been director 
of public reijations for Remington 
Arms Co. of Bridgeport, Conn. Before 
that he was a reporter on the New 
York Times and editorial writer on 
the Wichita Eagle. In 1949 he was 
made executive assistant of New York 
Life. 

Mr. Keely started with the company 
as assistant cashier in 1936 and was 
made administrative assistant in the 
treasury department in 1951. 





Loyal Protective Pays 
$100,000 First-Year Claim 


Loyal Protective Life paid the larg- 
est first-year death claim in its his- 
tory as a result of the recent air-line 
crash at Idlewild International Air- 
port, New York. One of the men killed 
was insured by Loyal Protective for 
$100,000. The policies were issued just 
last April so only one annual premium 
had been paid. 

Loyal Protective recently paid an- 
other death claim in the first policy 
year amounting to $24,000. 





Boston Catcher Joins Franklin 


Sammy White, catcher for the Bos- 
ton Red Sox, has joined Franklin Life 
as an agent at Boston. In professional 

ball for six years, Mr. White has 
played with the Boston Red Sox for 
years. 





Record Looms for N. W. Mutual 


Sales through the third quarter of 
$385 million indicate another all-time 


Bi. 


record year for Northwestern Mutual 
Life. The company’s assets went over 
the $3 billion mark in the third quar- 
ter. 





Beck to Frontier of Dallas 


Robert B. Beck has been named 
vice-president and director of agencies 
of Frontier Life of Dallas. A 22-year 
insurance veteran, he served in Dallas 
as vice-president and director of agen- 
cies for American Investors Life and 
also as assistant director of agencies 
for Girard and Girardian. In Chicago 
he was director of field training for 
Continental Assurance. 


Harold Gordon Award 
Goes to U. of Pa. Prof. 


Oliver D. Dickerson, Jr., of Phila- 
delphia, an instructor in insurance at 
the University of Pennsylvania’s 
Wharton school of finance, has been 
selected to receive the 1953-54 Harold 
R. Gordon award of H. & A. Under- 
writers Conference. 

The award carries a grant of $1,500 
to assist Mr. Dickerson in the prepa- 
ration and publication of a thesis in 
the field of health and accident insur- 
ance. 


Mr. Dickerson was appointed an in- 
structor at Pennsylvania in 1948. He 
later left the university for three years 
to become a life insurance agent be- 
fore his return to teaching in !252. He 
is a €.E.U. 


The Gordon award was es*:adlished 
in 1950 by the conference. By the 
terms of the award the department of 
insurance of the Wharton sehool is 
responsible for selection of a suitable 
topic and for supervision of thesis 
preparation and publication. 





Can I leave it as an 








BYRON NORTON 


In late 1946 our national 
advertisement quoted 
Byron Norton of Anderson, 
Indiana, as saying: “It is 

18 months since I joined 
Franklin. Thanks for the 
opportunity you gave me. 
After making a living, I 
have paid for our home, 
bought a new Dodge (for 
cash) made several hundred 
dollars of improvement on 
our home, bought $10,000 
life insurance, received 
$8,000 of free Franklin 
group insurance, and have 
$5,000 on deposit with the 
Franklin. (By the way I 
don’t need the money. 


interest-bearing account?)” 





Springfield, Illinois 


Dear Jim: 


“Equal to a $62,000 Single 
Premium Immediate Annuity” 


Anderson, Indiana 


James A. Hands, Vice President 
The Franklin Life Insurance Company 


I enjoyed visiting with you in your office the other 


day, and rehashing old times, particularly the won- 


derful improvement leading to my present comfort- 


fying. 


grown since then: 


1952 


able financial condition. I realize that my story is by 
no means spectacular, but to me it is certainly grati- 


As you know, I joined the Franklin in March, 
1945, after twenty years of previous life insurance 
experience. In 1947, my first renewal year, my re- 
newals amounted to $988. Here’s how they have 


3,530 


In 1953 they should exceed $4,000 


Remember that during these eight Franklin years 


I have enjoyed an average income of $12,000, and in 
that short period of time have built up financial se- 


53. 


curity for myself and my family of over $300 per 
month (renewals) which is equivalent to owning a 
$62,000 single premium immediate annuity—at age 


I’m a happy man, as I wrote you once before. 
(Signed) Byron Norton 









CHAS, E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Four Hundred Million Dollars of Insurance in Force 
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. and the other members will be Dan 7 
Program Given for cue cs eee eee Honor Wells on 25th N. W. National Year 
- . vania; Joseph F. Trosper of University 
University Teachers of Sunnnanae: J. Edward Hedges of 
The program has been completed —_" U., and Joseph Keiper of 


for the convention of American Assn. 
of University Teachers of Insurance at 
the Statler hotel, Washington, Dec. 
28-29. There will be a meeting Dec. 28 
with American Statistical Assn. and 
American Public Health Assn. on 
“Some Recent Follow-Up Mortality 
Investigations.” 

On Dec. 29, Superintendent Boh- 
linger of New York will be the lun- 
cheon speaker and in the afternoon S. 
Rains Wallace, Jr. of Life Insurance 
Agency Management Assn., will speak 
on “Research in Life Insurance”; Frank 
Lang of Assn. of Casualty & Surety 
Companies, on “Research in Property 
Insurance”, and John S. Bickley of 
Ohio State U. on “Research on the 
Collegiate Level.” 


There will be a breakfast meeting 
that cay and in the morning there 
will be a panel discussion on “The 
Basic Life Insurance Course in the 


Curriculum.” The panel chairman will 
be Herbert C. Graebner of Butler U, 









During the first 9 months 
of 1953, the Lutheran 
Brotherhood Sales Force 
produced 


$57,468,566.00 


of new life insurance, is- 
sued and paid for. This 
is a 

24% Increase 
over the sales of new 
business for the first 9 
months of 1952. 
Admitted Assets as of Dec. 31, 1952 

$73,919,742.35 

Life Insurance in Force Sept. 30, 1953 


$461 ,950,470.00 











* 


Luthe 
Res 


Davis W. Gress of American College 
of Life Underwriters will be chair- 
man of the afternoon meeting. 





Restraining Order Upheld in 
Houston Stock Selling Plan 


An order issued by the secretary of 
state restraining three Houston com- 
panies from engaging in stock solicita- 
tion has been upheld by Atty. Gen. 
Shepperd. Though no security dealer’s 
license was obtained, the secretary of 
state charged that stockholders of Sam 
Houston Life were being solicited to 
buy stock in Insurance Securities Corp., 
an organization ostensibly being set up 
to form a fire and casualty company. 
The other organization affected by the 
restraining order is Sam Houston Un- 
derwriters. 

Some $85,000 has been paid so far 
by purchasers of 8,500 shares of In- 
surance Securities Corp. stock. The 
secretary of state indicated the cease 
and desist order would remain in ef- 
fect until application is made to quali- 
fy the securities. 





Rejoins Phoenix Mutual 


Paul P. Stewart, who resigned last 
May as Phoenix Mutual Life manager 
at San Francisco 
to become vice- 
president in charge 
of agency develop- 
ment of Franklin 
Life, has rejoined 
Phoenix as a per- 
sonal producer at 
Portland, Ore. 

Starting with the 
company at Port- 
land, Mr. Stewart 
later held super- 
visory posts. at 
Providence, Bos- 
ton and Cleveland, 
and then went to 
Oakland, Cal., as supervisor. He was 
advanced to manager at San Francisco 
in 1951, and at the time of leaving his 
post there had just been elected presi- 
dent of San Francisco Life Under- 
writers Assn. 





Paul P. Stewart 





e Financing and recruiting were dis- 
cussed at a luncheon meeting of Se- 
attle life managers by C. B. Bertram, 
manager of Great-West Life. 





Directors of Northwestern National Life honored President George W. Wells, 
at a surprise luncheon on his 25th year as an officer of the company. Shown, 
from left, are: John S. Pillsbury, Jr., Minneapolis attorney and a director; Frank 
S. Kremer, secretary; Mr. Wells; Harry E. Atwood, 2nd vice-president; W. R. 
Jenkins, Ist vice-president; Joseph F. Ringland, president of Northwestern Na- 
tional Bank of Minneapolis, also a director, and Cyril C. Sheehan, Minnesota 


insurance commissioner. 


Mr. Wells started with the company as secretary after having been Minne- 
sota insurance commissioner. He was named vice-president in 1942 and has 


been president since 1951. 








A. & H. Agents Plan 
30% Membership Gain 


Members of the executive board of 
International Assn. of A&H Under- 
writers at their midyear meeting at 
New Orleans developed a plan to in- 
crease membership by 30% and estab- 
lish state associations in 30 states. 

President Thomas Callahan, Time, 
Milwaukee, laid out a program which 
Stresses the disability sales course, 
establishment of legislative commit- 
tees, publishing of directories of mem- 
bership of local associations, and set- 


ting up of a good public relations 
committee. 

Lewis Halley, Security L. & A., 
educational director, said that the 


DISC text book has now been revised 
and the new edition will be released 
Jan. 1. Plans for conducting an ad- 
vanced underwriters seminar at one of 
the leading universities were an- 
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nounced by John Galloway, Provident 
L. & A., Birmingham, board chairman. 

The directors selected San Antonio 
as the convention city for 1955. 





Indiana Doctors’ President 
Says Hospitals Pad Bills 


Hospital officials were accused of 
sometimes padding bills where in- 
surance is involved in a talk prepared 
for delivery before Indiana State Med- 
ical Assn. by its retiring president, 
Dr. Paul D. Crimm of Evansville. 

At the last minute, Dr. Crimm de- 
cided not to deliver the speech, though 
it was reported in daily newspapers 
and supposedly will be published in 
the medical association journal. 

“Hospitals chisel,” the speech stated, 
“and if the Blue Cross, the hospitals’ 
Santa Claus, ever files for bankruptcy, 
it is because some hospitals are goug- 
ing their insurance companies by pad- 
ding their patients’ bills.” 

The speech also stated “things have 
come to a pretty pass when a patient 
trusts his life to a hospital which 
cannot be trusted with a blank check 
which is to be signed by Blue Cross or 
any other insurance company.” 


Cal., S. F. Agents Pick Wall 


Robert G. Wall, general agent at 
San Francisco for Union Central Life, 
has been named chairman of the 1954 
northern California sales caravan of 
California Assn. of Life Underwriters, 
and chairman of the program commit- 
tee of the sales congress to be held in 
January, sponsored by the San Fran- 
cisco Life Underwriters Assn. 








Grose Ariz. Agency Expands 

The Phoenix general agency of Na- 
tional Life of Vermont, directed by 
Edwin L. Grose, Jr., has opened a dis- 
trict office for southern Arizona 1 
Tucson, under John R. Stilb, who was 
recently appointed associate general 
agent. Mr. Stilb entered the business 
in 1945. 





Hear Gregg, Steinbeck 

Recent meetings of CLU chapters at 
Portland, Ore., and Seattle were at- 
tended by Dr. Davis W. Gregg, dean of 
the American College and LeRoy G. 
Steinbeck, managing director of the 
American Society. 
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Praise for the agent “for the darned- 
gst reasons” was expressed by Ken- 
nth L. Anderson, vice-president of 
Union Mutual Life, in an address be- 
fore Philadelphia Assn. of Life Under- 
writers. Launching his talk with a 
deceptive applause for agents’ meth- 
ods, Mr. Anderson proceeded to de- 
gribe how many worthwhile efforts 
have been rechanneled into useless al- 
eys. 
ir. Anderson, at a mythical sign, 
rading “Slow—Agents Crossing”, 
stopped to study them as they filed by. 
He observed, first, that “agents work 
too hard” only, he hastened to add, 
“three months of the year.” He de- 
dared, “What a pity to get so worn 
out in one-fourth of the year that a 
guy has to rest the other three-quar- 
ters. Peaks and valleys—hot spells and 
cold spells. Periods of elation—longer 
periods of depression. 

“It is a fascinating bit of irony to 
me that men come into this business 
to escape a routine job with no future 
and then proceed to throw away their 
future because they won’t adopt a 
routine. Hours, he said, must be or- 
ganized, and the people seen must be 
the right people. 

“Agents sell plenty of life insurance”, 
was Mr. Anderson’s second observa- 
tion, “but they own too little.” “They 
say to themselves they can’t afford it. 
That’s what their prospect says and 
the agent leaves his office calling him 
a liar. 

“IT know a fellow whose first act in 
the business was the purchase of a 
$100,000 policy on a note. He carried 
it with him, showed it to everybody, 
and was the youngest man ever to 
qualify for the Million Dollar Round 
Table in his first year. He ate in his 
own restaurant.” 

Third, “agents know too much about 
their business,” but “they know so 
much that they quit learning early,” 
Mr. Anderson opined, “The education- 
al movement in this business has 
grown tremendously...I merely say it 
could be a lot bigger.” 


His fourth point was “agents pros- 
pect too frequently” but “they over- 
look their market.’ Mr. Anderson 
urged adoption of the ‘horizontal’ ap- 
proach as contrasted to the more pop- 
ular “center of influence” method. The 
latter injures the agent in these ways, 
he said: “It tends to drive men away 
from their natural market” and is only 
used when the agent is desperate; “the 
center of influence, if his mind isn’t 





w 


a complete blank, sends the agent down 
the scale economically and the re- 
sult is what I call vertical prospecting. 
The nominator tends to recommend 
people of lesser stature and the agent’s 
market becomes diluted in quality. 
Plus the fact the names he gets, if 
any, have little relationship to one an- 
other and no relationship at all to the 
kind of guy the agent is.” 

He explained horizontal prospecting 
this way: Agents selling to a doctor 
should be sent to other doctors; if his 
client is an architect, he should be led 
to other architects. If he is a junior ac- 
count executive, he should see other 
junior account executives. “I give 
you,” Mr. Anderson said, “free of 
charge, the very simple suggestion that 
you call on one policyholder every day. 
Even considering holidays, you’d cover 
00 in a year and that’s a fairsized 
clientele for many agents.” 


Mr. Anderson then observed, 


Anderson Finds Agents Active, Industrious, 
—But as Organized as a Squirrel ina Cage 


‘Agents’ sales representations are well 
organized” but “their closes are 
feeble.” “Perhaps,” he said, “this stems 
from a man’s original training. In most 
basic courses, a great deal of empha- 
sis is placed on the words and manner 
of the approach...But very little 
thought is given to the ‘hot button’ 
which will actually move the prospect 
to action. The agent expects the smooth 
approach and the very logic of his 


presentation to carry the day and thus 
tends to slight what I think is the dis- 
tinguishing mark of a salesman—the 
relentless, insistent, courageous ability 
to get the man to do something—new.” 
Lastly, he said “agents are well- 
known in their communities” and “for 
the darnedest reasons.” He said, “I 
would be the last to condemn anyone 
who participates in civic activities but 
there’s a matter of degree involved. 
Some men become so imbued with 
their responsibility to their communi- 
ties that they forget their responsibili- 
ties to their families and themselves. 


‘The greatest contribution life insur- 
ance men can make to members of 
their communities is to saturate them 
with the benefits of protection and in- 
vestment.” ; 





Continues Policy Proceeds Rate 

Jefferson Standard Life in 1954 will 
continue payment of 4% on dividend 
accumulations and policy proceeds left 
with the company. The company never 
has paid less than 4% on these funds. 

New paid business for the first nine 
months was $122,284,520, the largest 
volume ever for a like period. 














comings of any other paper, just underscoring the strong points of our own. 


NOT ALL THE SAME 


There is as much difference between insurance newspapers as there is 


between insurance companies. They are not all the same. 


For instance, The National Underwriter is not just ‘One of the insur- 
ance papers.” It is instead the weekly insurance newspaper. It has the largest 
circulation and the greatest influence. It is the one that is read, quoted and 
referred to the most. Week by week it publishes more individual items about 
more people and happenings than any other. On its editorial page, in 


comment pieces, and as special articles, it includes more original material 


H written by its own editors than is to be found in any other one insurance paper. | 
It is the undisputed leader in its field. To verify any or all of this you 

have only to ask the person in this business for whom you have the most | 

H respect what paper it is upon which he depends, that he watches for each | 


week, that he really reads. 


We make no invidious comparisons. We are not reciting the short- 











Is this use of superlatives just so much boasting? No, it isn’t. It happens 


to be the truth. Because it is, it is only natural for us to mention it as a means 


of emphasizing that all insurance newspapers are not alike in value and 


importance. The first place among insurance newspapers occupied by The 


National Underwriter makes it the first paper to be thought of by any com- 


pany that has an advertising message to broadcast to the insurance fraternity. 
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Pension Benefits for Widows Not Unduly 





tate tax purposes. However, Mr. Ain 
said the bureau of internal revenue 
regulations only permit 
amounts to be tax free wen the estate 


Expensive or Troublesome, Actuaries Say 


Hilary L. Seal and Samuel N. Ain, 
New York City actuaries, discussed 
widows’ and orphans’ pension benefits 
at an American Pension Conference 
meeting in New York City. 

Mr. Ain discussed the plans whereby 
one-half of the accrued pension due the 
employe at retirement is paid to the 
widow, with an additional part to or- 
phans. This plan is socially desirable 
because it closely reflects the needs of 


the employes. 

Against this plan is the fact that em- 
ployes are not treated alike. While the 
young married man who has the great- 
est need receives the greatest benefits, 
the women and bachelors under the 
plan may not receive an equal bene- 
fit for their contribution, Mr. Ain said. 

There are certain tax advantages be- 
cause such funds are not considered 
a part of the employe’s estate for es- 


tax is being tabulated. Since Congress 
has included widows’ 
benefits in several acts (railroad re- 
tirement, congressional and civil serv- 
ice retirement acts), Mr. Ain doubts 
if the bureau can continue to say that 
such benefits are not a part of the 
death benefits. 

Mr. Seal showed how inexpensive it 
can be to incorporate widows’ and or- 
phans’ benefits within a pension plan. 
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well-balanced 


-balanced company is, we believe, a company 


. .. Whose financial position is strong 
... Whose geographical market embraces a 


balance of metropolitan, town and rural 


. . whose policy contracts include all funda- 


A well 

= areas 

= mental coverages... 
It is a company 


. whose contributions to its industry have 
been recognized as outstanding 


. . whose growth has been steady and uniform 


. whose size is sufficiently large to assure 
confidence and prestige 

. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 


Under the plan where the widow re- 
ceives one-half of her hsuband’s pen- 
sion or one-half of what was payable 
to him if he suffered a disabling in- 
jury, it costs between 144% and 2% 
of each male employe’s annual earn- 
ings from entry into the company’s 
service until retirement. 

If the widow receives an addition 
of 10% of the pension for each child 
under 18 years of age, the cost increases 
one-tenth of 1% of the annual earn- 
ings. Thus, Mr. Seal calculates that 
these two benefits cost less than pro- 
viding each male employe with an or- 
dinary life policy equivalent to one 
year’s earnings. 

The cost mentioned is payable for 
all males whether they are married or 
unmarried, Mr. Seal mentioned. For 
a small additional cost a death benefit 
of some four months’ earnings could 
be provided for bachelors and unmar- 
ried women. The additional costs for 
orphan benefits to married and widow- 
ed female employes are also quite 
small. 

Administratively, Mr. Seal said that 
widows’ and orphans’ benefits mean a 
little more work for the employer than 
making lump-sum payments on death. 
However, it is not difficult to devise 
methods of handling the details. 


Mr. Seal concluded: “This little ex- 
tra work is well compensated for by 
the resulting improvement in employe 
relations. As soon as the other em- 
ployes know that old Joe’s widow and 
kids are getting along nicely due to 
the company’s pension provisions, the 
goodwill to the employer is tremen- 
dous.” 
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Doorwayto 
Protection 


So reads the first paragraph of a reprint 
of a talk delivered to the General Agents / 
the Philadelphia Life by President 
William Elliott. This enlightening talk will 
no doubt prove of interest to you. Why not 
write today for a free copy of this booklet. 


William Elliott 
President 


“ALL OVER the country life insurance managers and 
agents are watching with keen interest the program 
of this Company for putting much greater earnings 
into your pockets as a means of increasing sales.” 


a Lire 
INSURANCE COMPANY . puiapepnia, Pa. 


E. Boettner, C.L.U, 
ice President 


Joseph 
Agency Vice 














e John H. Lonsbury has been named 
supervisor at St. Louis for New York 
Life. Formerly a cashier at Des Moines, 
he started with the company in 1952 in 
Nebraska, going to Des Moines in 1934. 


e D. J. Hurt, formerly with New York 
Life at Santa Cruz, Cal., has been ap- 
pointed agency assistant at San Fran- 
cisco for Manufacturers Life. He served 
in the navy during World War II and 
was assistant director of the Veterans’ 
hospital at Livermore, Cal., before en- 
tering life insurance. 


e Herbert Edelstein, 
Camden, N. Y., for the Sobel agency of 
Manhattan Life, is moving to the Phila- 
delphia agency’s headquarters as es- 
tate planning analyst. During the Man- 
hattan 1952-53 production year, Mr. 
Edelstein led both in volume and life. 


e W. Scott Klein, Jr., supervisor of ac- 
counting for Great National Life of 
Dallas, has been made assistant treas- 
urer and controller. He joined the com- 
pany last April. 


e James W. Scott has been appointed 
agency supervisor for Mutual Savings 
Life in Ohio and Indiana, with head- 
quarters at St. Mary’s, O. Mr. Scott 
began in life insurance with Equitable 
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Columbus Mutual Designs 


"Golden Triangle” Trainer 
(CONTINUED FROM PAGE 3) 
the company sends him three packages: 
| information on campaigns and prizes; 
service forms and material on quality 
pusiness and conservation; and the 
“Guaranteed Money” sales plan, in- 
cluding training guide and supplies. 

In the second, third, and fourth 
weeks after his first sale the agent gets 
packages covering three more sales 
plans, each with its training guide and 
supplies. In the fifth week come direct 
mail data, with training guide and 
supplies. The sixth week it’s pro- 
fitable prospecting, with general ideas 
and supplies. The seventh and eighth 
weeks bring money making mechanics 
and successful selling, each with its 
general ideas and supplies, completing 
the 16 packages. 

The colers of the file folders and 
| the position of the tabs automatically 
indicate the filing pattern. The file- 
folder system of packaging gives the 
new agent an organized file of sup- 
plies—permanent, quick, finger-tip 
access to the working supplies and 
tools he will use in his work, also 
an easy way of knowing when he needs 
to reorder supplies. The package also 
provides a practical “tool-chest” for 
the tools the new agent must use— 
with one or more tools for each job the 
new agent will be asked to perform 
in building the successful career he 
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' considered 
| prospecting, money-making mechanics, 
' and successful selling, plus a complete 


seeks. 


Any package or page can be revised 
or replaced without having to change 
any other package or page. This per- 
mits the file to be kept up to date. 


For each of its sales plans, Columbus | 


Mutual has developed the following 
tools: a colorful four-page presenta- 


' tion folder; a single-page demonstra- 


tor which follows the “Live, Die or 
Quit” pattern with a savings line 
close; and the training guide itself, 


' which contains selling pointers to be 


in attitudes, profitable 


sales-talk pattern which the new agent 
can easily learn and adapt to his own 
personality and way of talking. 

The first plan that the agent learns 
is the “Accumulator.” By making only 
a few minor changes the company 
adapts the “Accumulator” technique to 
all its sales plans. It recommends that 
a new agent specialize in the “Accumu- 
lator” as his major sales plan, with 
all others being used as minors. 

In addition to training himself, the 
new man is encouraged to educate 
himself from the material provided. 
Over and above this, the company 
recommends supplemental education 
through joining the local life under- 
writers association, subscribing to and 
reading insurance journals, attending 
sales congresses and taking part in 
agency and production-unit meetings. 





Benson to Nat'l Union, Fla. 


Kenneth E. Benson has been named 
vice-president of National Union Life 
of Miami. Mr. Benson will supervise 
the aviation division and handle public 
relations. Besides airlines experience, 
his background includes service with 
Ohio State Life, Provident L. & A., and 
Reliance Life. 


IBM Accounting Outlined 

_ A new folder published by Interna- 
tional Business Machines Corp. de- 
scribes the IBM accounting principle 


and how it is applied to premium and | 


commission accounting. 











The folder, Life Insurance Premium 
Billing & Accounting, explains how in- 
formation from original records is 
transcribed to IBM master premium 
accounting cards in the form of 
punched holes. The cards then are 
processed by electronic and electric 
accounting machines, which perform 
automatically many premium billing 
and accounting operations. 





Vulcan L.&A. Names Dr. Campbell 


Dr. Joseph Campbell has _ been 
named medical director of Vulcan L. 
& A., succeeding the late Dr. J. M. 
McDowell. 


Des Moines Estate Planning 
Forum Scheduled Nov. 7 


An estate planning forum will be 
sponsored at Des Moines Nov. 7 by 
various Iowa insurance, legal and ac- 
counting organizations. 

Moderator will be Walter N. Hiller, 
Penn Mutual Life, Chicago, and the 
speakers are Alfred Magnusson, Dav- 
enport attorney; Clyde H. Doolittle, 
trust officer of Iowa-Des Moines Na- 
tional Bank; Paul F. Johnson, Chicago 
CPA; Noel T. Robinson, trust officer 
of Central National Bank & Trust Co., 
Des Moines; William H. Zaiser, Pru- 
dential, Des Moines; Robert B. Throck- 


morton, Des Moines attorney; Sidney 
B. Smith, Des Moines CPA, and John 
D. Randall, chairman of National Con- 
ference of Lawyers & CPA’s. 





Memphis Brokerage Oftice 


Connecticut General has opened a 
brokerage office at Memphis with Da- 
vid M. Freedman as manager. Mr. 
Freedman has been on the brokerage 
staff of Connecticut General’s Atlanta 
agency since 1952. He joined the com- 
pany in 1948 in the group sales depart- 
ment and became brokerage assistant 
at New York City in 1951. He is an 
army air force veteran. 
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pany representatives. 


—a new Sales Guide to Business Life Insurance. 


support for its field men. 
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MARKET READY 


Here’s the latest in Great-West Life’s aids to organized selling 


This prac- 


tical and comprehensive approach to Business Life Insurance 


planning puts potent power behind the sales efforts of Com- 


The Sales Guide to Business Life Insurance and all the related 
material is another example of how Great-West Life is alert 


to the changing needs of business and ready with help and 
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EDITORIAL 


COMMENT 





“Efficiency” That Raises Office Costs 


It is pleasing to learn that efforts 
to simplify or “streamline” the clerical 
worker’s job so as to boost efficiency 
can actually have exactly the opposite 
effect when carried beyond a certain 
point. This discovery was made by the 
Detroit Edison Co. and was reported 
at the American Management Assn.’s 
office management conference held re- 
cently at New York City. 

We yield to no one in our admiration 
of what machines can do but the superb 
efficiency of mechanical devices is no 
excuse for trying to turn human beings 
into machines and we are glad to have 
a scientific basis for the belief that 
those who try it are fooling themselves. 

J. Douglas Elliott, supervisor of the 
customers billing department, said 
Detroit Edison found that time saved 
in simplifying a clerk’s job was often 
more than offset by time killed to off- 
set boredom resulting from the over- 
simplification. In an efficiently run 
organization, when a time-and-motion 
study shows a clerk has to leave her 
desk six times a day to walk 20 feet 
to put an item in the file, the usual 
tendency of management is to put the 
file next to her desk, or limit the trips 
to one a day, or let a messenger boy 
do it. 

However, those trips to the file may 
be the break in monotony the clerk 
needs to make her job less repetitious 
and more interesting, Mr. Elliott 


pointed out. Without them she may 
waste the time saved—in a longer relief 
period, day-dreaming, or even in 
decreased production because of job 
fatigue. Making clerical jobs more 
rather than less complicated and re- 
versing the trend toward assembly- 
line methods has actually reduced office 
costs at Detroit Edison, according to 
Mr. Elliott, who offered evidence de- 
bunking the assumption that mass pro- 
duction methods, mechanization and 
specialization always reduce operating 
costs. 

Boredom due to monotony of the job 
lowers morale, increases fatigue, ab- 
sences, grievances, and frustrations. It 
reduces the quantity and quality of 
work. Detroit Edison has attacked its 
problem by changing the job itself, by 
enriching or enlarging to include more 
variety of operations. It has paid off. 
And that means that humanely minded 
employers needn’t feel that they have 
to make robots out of their clerical 
workers as the only alternative to 
placing themselves at a competitive 
disadvantage or incurring the wrath 
of their stockholders for failing to earn 
the highest practicable rate of profit. 

Because clerical work bulks so much 
larger in the insurance business than 
in almost all other forms of business, 
Detroit Edison’s experience should find 
widespread application among insur- 
ance home offices and agencies. 


Let's Have More Stand-Up Buffet Luncheons 


Anyone who has been a guest at the 
stand-up buffet luncheons at which 
Prudential marks its anniversaries 
can hardly help being amazed that this 
sensible way of serving luncheon to 
a large group—or a small one—hasn’t 
spread more widely in the insurance 
business. 

At its recent birthday, Prudential 
served between 600 and 700 persons 
with a minimum of lost time and lost 
motion. It has been giving these lun- 
cheons at its Newark home office each 
year since 1925 for northern New Jer- 
sey’s more prominent business, pro- 
fessional and political personages. The 
first luncheon was to celebrate Pru- 
dential’s 50th anniversary but it 
proved so popular that another was 
held the following year and these 
luncheons have become a tradition. 

We editorialized in favor of such 
stand-up buffet luncheons some years 
ago but as a colleague once said of 
one of his editorials, the effect was 
somewhat less than that of a pebble 
being dropped into the middle of 


Lake Michigan. But if something so 
obviously desirable as life insurance 
requires the hard sell to put it across. 
it’s not surprising that that even so 
sound an idea as the stand-up lun- 
cheon hasn’t spread like a forest fire. 
We are encouraged to do some more 
drum-beating for it because if com- 
panies are going to cut down on the 
number of meetings there will be a 
need to get more accomplished in the 
meetings that are held and the stand- 
uv luncheon is a decided help in this 
direction. 

What happens at the typical insur- 
ance convention when the morning 
session breaks up? The thirsty ones 
head for the bars or the rooms where 
refreshments are being broken out. 
The rest get in line at the overcrowded 
restaurants. Understandably, service 
is slow even after the conventioneers 
are seated. The result is that though 
the afternoon session may have been 
scheduled to start at 2 o’clock or 2:15 
there are so few on hand that the 
meeting can’t start on time without 


forcing the first speaker to hurl his 
winged words pretty largely at empty 
chairs. When the audience has finally 
straggled in, all but the most stout- 
willed will have eaten more than they 
should and many will be trying so 
hard to stave off slumber that they 
will have trouble absorbing much of 
the speakers’ deathless messages. 

The stand-up buffet luncheon short- 
ens the time needed for the lunch 
break, permitting the afternoon session 
to get under way sooner and with 
fewer stragglers. The menu can be 
kept on the light side, though still 
tasty, so that few will have to fight 
off Morpheus at the afternoon session. 
And standing up, under the circum- 
stances, is preferable to sitting. After 
sitting all morning and faced with 
sitting all afternoon, who wants to sit 
through lunch? 

Another thing about eating lunch 
while standing is that it permits the 
eaters to chat with a lot more people 
than would be possible with the usual 
type of organized luncheon with eight 
or 10 at a table. This mobility is one 
of the features that makes the Pru- 
dential luncheons so popular. At a 
luncheon where you sit at tables you 
may find interesting conversation or 
you may not but if you don’t there 
isn’t much you can do about it. At 
a stand-up affair, however, if you find 
yourself uninterested in whatever the 
little group you’re talking with is 
saying you just make like you’re going 
over to the food department for an- 
other cup of coffee. Nobody notices 
whether you come back or not, for 
the groups are in a pretty constant 
state of spontaneous agglutination and 


dissolution. You have a chance to tak 
a little with nearly everybody yq 
know who is there. 

We believe that if one of the ng. 
tional insurance orgnizations were ty 
have a stand-up buffet luncheon at on 
of its annual meetings the idea wou 
generate as much demand for repeat 


performances as it did when Pruden. fs 


tial tried it 28 years ago. The Life 
Insurance Advertisers Assn. took a 
step in the right direction when it 


served a buffet luncheon at its recent f, 


annual meeting in Boston. However, 
this was a sit-down affair after the 
eaters had assembled their viands oft 
the serving tables, so there wasn’t the 
getting around and chatting that js 
such a desirable aspect of the stand-up 
luncheon, nor was there as much op- 
portunity to straighten out joints 
kinked by a morning’s sitting. Never. 
theless, there was a noticeable prompt- 
ness in getting the afternoon’s pro- 
ceedings under way, this being facili- 
tated by holding the session in the 
same room where luncheon had been 
served. 

Perhaps the promotion of buffet 
luncheons is something that the joint 
committee of American Life Conven- 
tion and Life Insurance Assn. of Amer- 
ica headed by President Louis W. 
Dawson of Mutual Life could look into, 


This committee is studying the prob- | 


lem of too many meetings, on the com- 
pany side of the business, and a way 
of improving such meetings as are held 
should not be considered ultra vires, 
We commend it also to the appropriate 
committee of National Assn. of Life 
Underwriters. 





PERSONAL SIDE OF THE BUSINESS 





John L. Lobingier, Jr., new director 
of public relations 
for LIAMA, has 
been assistant ad- 
vertising manager 
of Phoenix Mutual 
Life. After army 
air corps service in 
World War II, Mr. 
Lobingier was 
with the Alley & 
Richards advertis- 
ing agency of Bos- 
ton and later ad- 
vertising manager 
for Wiggins Air- 
ways of Norwood, Mass. He was re- 
called for duty with the air force in 
1951 and for 21 months served as a 
public information officer. 





J. L. Lobingier, Jr. 


New England Mutual was honored 
at the annual dinner of Milwaukee 
Assn. of Commerce as one of the com- 
panies that have been doing business in 
Milwaukee for 100 or more years. The 


first New England agency was estab- | 


lished in that city in 1846. 


L. W. Cosper, whose appointment as 
manager at San Francisco for Franklin 
Life was reported 
in last week’s late 
news bulletins, be- 
gan in the busi- 
ness with Fidelity 
Mutual in 1946. 
He qualified for 
: the Million Dollar 
Round Table the 
following year and 
is a consistent na- 
tional quality a- 
ward winner. He 
received his C.P.A. 
degree from Uni- 





L. W. Cosper 
versity of Washington and _ attended 
the Harvard graduate school of busi- 
ness administration. At present he is 
president of the Harvard Business 
School Club of Northern California as 
well as a director of San Francisco 
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serve. 


Marion A. Coulter, general agent for 
aul Revere Life at San Antonio, and 
president of San Antonio Assn. of Life 
inderwriters, has been ap pointed 
chairman of a safety campaign spon- 
gored by San Antonio safety council. 


Edwin J. Faulkner, president of 
woodmen Accident, is among 80 civi- 
lian leaders that have accepted invi- 
tations of the Defense Department to 
attend a joint civilian orientation con- 
ference of the military services Oct. 
ajeNov. 6. 


Thomas H. Kirkpatrick, vice-presi- 
dent and actuary of Paul Revere Life, 
has been named a director of the Wor- 
cester, (Mass.) Red Cross chapter. 


Chairman Leroy A. Lincoln of Met- 
ropolitan Life was one of a group of 
91 dinner guests of President Eisen- 
hower at the White House Monday 


evening. 
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Franklin Life Agents Out 
to Honor President Becker 
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DEATHS 


refreshments at the home of J. F. 
Allebach, former assistant attorney 
general and Old American counsel, at 
Albany, and dinner at a tea-room at 





HENRY R. CORBETT, 88, for many 
years with Travelers at Chicago and 
prominent nationally in actuarial cir- 
cles, died at Chicago. His first insur- 
ance experience was with H. S. Vail 
& Sons, Chicago brokers and consult- 
ing actuaries. After five years with 
that organization he went with Trave- 
lers, serving with that company and 
also as a consulting actuary until his 
retirement about five years ago. He 
was a charter member of American 
Institute of Actuaries, now Society of 
Actuaries, and a frequent contributor 
of papers at institute meetings. A son, 
Paul M. Corbett, is manager at Chicago 
of Johnson & Higgins. 


Cc. C. BIRKHEAD, 49, district man- 
ager at Atlanta for Life & Casualty, 
died at his home in Avondale Estates 
after an illness of several weeks. Mr. 
Birkhead started with the company as 
an agent and served as manager at 
Huntsville, Ala., before going to Atlan- 
ta in 1938 as manager. He is a past- 
treasurer of Atlanta Life Underwriters 
Assn. 


MRS. ETHEL CUSON, for many 
years Chicago manager of Fidelity Life 
of Illinois and with that company for 
about 30 years, died at Chicago. 


FRANK L. HOWELL, 65, former as- 
sistant manager of Equitable Society 
in Chicago, died there. He went with 
the company at Chicago in 1922 and 
was named assistant manager in 1928, 
remaining in that position until 1952 
when he retired. 

Sye O. Hoover, 67, who had represented 
our Life of Canada at Fort Huron, Mich., 
since 1915, died in a hospital there after a long 


illness. He entered the business in 1907 with 
John Hancock. 





Old American Festivities 


For the opening of its newly re- 
modeled four-story building at 1 West 
9th at Kansas City, Old American in- 
vited many leading business men and 
civic officials. 

Joseph McGee, Old American presi- 
dent, arranged a bus trip outing to 
Albany, Mo., 100 miles north, where 
the company has its own ’modern 
building for its mailing division. 

The group was served luncheon in 
the lounge of the home office building, 








RECORDS 


Southwestern Life’s paid-for production for 
the first nine months of 1953 established a new 
high for the second consecutive year. Produc- 
tion amounted to $119,957,302, up nearly 7%. 


Occidental Life of California’s ordinary life 
sales in September were up $1,454,169 over the 
same month last year despite a two to 
week loss of more than 400 top producers who 
were attending company conventions. Sales 
last month were $48,838,883. 


Minnesota Mutual Life had new paid busi- 
ness for the first nine months of $134,383,536, 
compared with $96,983,686 for the same period 
last year. 


Great-West Life’s year-to-date total reached 
$264,282,936 in September, which is a 10% in- 
crease to date, and more than the full year’s 
production of any year prior to 1951. New 
business for September amounted to $23 mil- 
lion. H. J. Harris of Ottawa was leading re- 
presentative with $399,201. 


Nine-month sales of Northwestern Mutual 
Life set a new high with $385,534,848 paid-for, 
a gain of 5.9% over the previous record last 
year. September business totaled $37,884,445, 
an increase of 8.18% over the same month in 
1952, and second to the largest September of 
1950. The company has shown monthly sales 
increases in 19 of the last 20 months. 











Longevity Still on the Move 

Average life expectancy of Ameri- 
cans has grown to be twice that of 
what it was between the years 1879 
and 1889, statisticians of Metropolitan 
Life report. Longevity expectation now 
is 68.5 years whereas in the latter part 
of the 19th century, it was only 34 
years. 

The average gain amounts to five 
years since 1941, to 10 years since 1932 
and to 22 years since 1911-1912. 

Comparisons along these lines be- 
tween the years 1946 and 1952 appear 
especially favorable for female policy- 
holders. Whereas the increase in life 
expectation for white males at age 5 
amounts to 1.3 years, the correspond- 
ing gain for white females comes to 2.2 
years. 

The Metropolitan report is brigher, 
as well, for wage earners as compared 
to the general population. Whereas in 
1911-1912 the average life-time for in- 
dustrial policyholders was about 6% 
years less than that for the general 
population, the two currently are on 
a par. This indicates an improvement 






in the health status of the working 
group. 





e John E. Griffith, assistant brokerage 
manager at Oakland, Cal., for Pru- 
dential has been appointed training 
consultant in tae ordinary agencies 
department of the western home office 
at Los Angeles. He joined Prudential 
as special agent in 1948 at Oakland 
and was promoted to division manager 
in 1950. 


e Donald Skolls, professor of insur- 
ance at University of Southern Cali- 
fornia, has received a Ph. D. degree 
from the University of Pennsylvania. 
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Oci. 29-31, Society of Actuaries, annual, Edge- 
water Beach hotel, Chicago. 
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THE ACID TEST 


The Central Standard Life Insurance Company, in its alrnost 


them has emerged larger and stronger. 


a half-century of sound insurance practices, has successfully met the 


challenge of a half dozen wars and depressions, and after each of 


a neighborly company 


CENTRAL STANDARD LIFE 
Funded (V5 — INSURANCE COMPANY 
211 W. Wacker Drive 
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Sayers Getting Known as ‘Mr. Insurance 
Thanks to His Billboard Advertising 


“Mr. Insurance” is the way that 
John P. Sayers, special agency builder 
of Columbus Mutual Life, is rapidly 
getting known in Springfield, O. 

It’s all due to his willingness to in- 
vest a modest amount in advertising 
on billboards like the one in the ac- 
companying picture. As a result of 
this advertising, more and more of his 
fellow Springfielders now address 
him as “Mr. Insurance.” In fact, so 
good is his likeness on the billboards 
that even strangers recognize him and 
give him the “Mr. Insurance” greeting. 

Mr. Sayers started with six signs 
last July 25 erected in key locations. 
One illuminated board is in the middle 
of town and five are on roads ap- 
proaching Springfield. The boards are 
15 by 30 feet. The posters stay up a 
full month and locations may be 
changed monthly. For example, when 
the Ohio state fair opened in Columbus 
Aug. 27, two of the signs were posted 
on roads leading out of Springfield 
toward Columbus. During the Christ- 
mas season his downtown spot will be 


switched to a point nearest Spring- 

field’s biggest department store. 
Monthly rental for the illuminated 

billboard is $40.52. Regular billboards 





36 DOVER RD. PHONE 2-8295 


One of the billboards that John P. 
Sayers of Columbus Mutual uses to 
advertise his insurance activities in 
Springfield, O 
are $23.83. Each 
costs an additional $9.87 
20. 

“When people talk about me that’s 
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1. LOW NET COSTS 
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Mutual Trust is soundly and economically 
managed for the benefit of its policyholders 
ona purely mutual basis with a strong general 
agency force operating in a stable territory. 
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good,” said Mr. Sayers about his bill- 


boards. “Whether it’s good talk or 
bad talk they’re talking about me.” 

A prominent Springfield doctor, 
after seeing the sign, asked, “Is he 
really that good?” The agents in Mr. 
Sayers’ production unit say they’re 
proud to tell their clients that they 
work for ‘Mr. Insurance.” 

At first, Mr. Sayers thought he 
would have people calling him to buy 
insurance as result of his billboards. 
That hasn’t happened thus far but 
monthly boards have created a lot of 
prestige. Many Springfielders when 
they think of insurance automatically 
think of “Mr. Insurance.” Mr. Sayers 
originally planned to use the billboards 
only for one month. However, since 
the first showing he’s decided to keep 
on indefinitely. 

Wondering whether his project might 
make him appear overly egotistical, 
Mr. Sayers asked his next-door neigh- 


in 
. E 
bor, owner of a leading bakery, if}, ins 
thought the public’s reaction would, 
bad. Said the bakery owner, “Ag§yancock 


vertising causes lots of things in |ggin 1941 I 


of people’s minds. But if it ca ‘el 
people to think about you, of — 
good!” for Boe . 

Although he has lived in Spring} Chicago. 


field a little less than four years, Mf ybsequé 
Sayers is president of the Springfie,§ moted t 
Life Underwriters Assn. He taugyjsupeTv 
part I of the L.U.T.C. course and the) the® 
passed the examination with }j! 
pupils. This fall he is teaching pari’ 
II of this course and will also tak 
that examination with his pupils, 
As further evidence of the prestig 
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Broker “Has His Foot in a Gold Mine But 
Doesn't Know It,” Brooklyn Group Told 


=BROOKLYN—When it comes to 
business life insurance, the typical 
broker “has his foot in a gold mine 
but doesn’t know it,” Saul Lesser, as- 
sistant counsel of United States Life, 
told the Brooklyn Insurance Brokers 
Assn. 

The broker, he said, has the best 
possible “ins” with his general insur- 
ance clients and his opportunities for 
writing business life insurance are 
more profitable than for writing per- 
sonal insurance. Moreover, the broker 
need not be a business insurance ex- 
pert. All he needs to do is to be able 
to recognize situations in which busi- 
ness life insurance would be applica- 
ble. His general agency and/or home 
office will supply the necessary expert 
service to take it from there. 

The speaker gave several examples 
in the partnership, sole proprietor, and 
close corpo~ation fields to show how 
the lack of business insurance can be 
disastrous to surviving business assoc- 
ates or family. 

For instance, there were two part- 
ners, one of whom died, leaving his es- 
tate equally divided between his wife 
and his mother. The two women were 
deadly enemies, never speaking to 
each other. This left an impossible 
situation for the surviving partner. 
Yet it could have been obviated by 
the right kind of business insurance. 
In another case, involving a sole pro- 
prietorship, a man had been building 
up a business for years but his son 
didn’t want to go into it, preferring 
to be a doctor. The result was that 
when the proprietor died the business 
had to be sacrificed at forced sale. Yet 
there were a number of key employes 
who were not in a position to buy the 
business on the owner’s death but 
would have been glad of the chance to 
buy it through a plan funded by busi- 
ness life insurance. 

Mr. Lesser urged brokers to interest 
themselves in promoting the income- 
tax-free $5,000 death benefit that was 
made possible by an amendment to 
the tax law last year. He said it is a 
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Robert Beyer, C.P.A., resident part-| right ¢ 
ner of Touche, Niven, Bailey & Smart, office,” 
spoke on “What Is Accounting Ac-| 
counting For?” at the fall meeting of 
Milwaukee L.U.T.C. 
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Franklin Names R. F. Empie 


General Agent at Erie 
R. F. Empie has been appointed 
general agent at 


ie, Pa. for ; 
ad in Life. 
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Sustaining Job Enthusiasm 
Topic of W. P. Worthington 


“The life insurance business has done 
a fine job of sustaining job-enthusiasm 
among field forces; now the business 
should do as good a job in the home 
office, ’’ William P. Worthington, pres- 
ident of Home Life, told Society of 
L.O.M.A. Graduates at its first fall 
meeting in the Home Life office at 
New York City. 

“Such a program could add materi- 
ally to the economy of home office op- 
erations through increased produc- 
But ‘tivity,’ he said. ‘Without periodic 

check-ups, the worker can readily lose 
Id his original enthusiasm and look to 

other fields. This can mean lost ef- 
nis tax-free ee and an unnecessarily high 
© employes} “Mr. Worthington urged that the 
year or les.' idea be circulated in the home office 
iduated it-| that there is no one most important 
free $5,000} department and that every individual’s 
gh-salarie{) job is significant to the company’s 
1g a much} success. “Executive and supervisory 
personnel should pay attention to the 
| importance of each individual, con- 
stantly stressing the role of each job 
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ident part-| sisht’ down to the smallest in the 
y& -} office,” he said. 
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Increase Dividend Scale 


Continental American has increased 
its dividend scale effective Jan. 1, 
1954, when total dividends to policy- 
owners will be 21% more than that 
paid in 1953. 

Net effect of the new scale is sub- 
stantially increased dividends for near- 
ly all plans, ages and durations. In- 
creases in early dividends are gener- 
ally larger and new dividends for term 
plans have been increased to a greater 
comet than the dividends for other 
plans. 


White Talks at L.A. 


Jack White, manager of Prudential 
at Los Angeles, addressed the October 
| meeting of A. & H. Managers Club of 

L. A. on the subject of entry of life 
, companies into A. & H. 

He said that ignorance of manage- 
ment of the A. & H. business may have 
had something to do with the mis- 
understanding of the importance of 
that field, and added that A. & H. prob- 
ably opens more doors to the agent 
than life insurance. 

President Howard E. Nevonen, 
Washington National, named a com- 
mittee to consider the merger of the 
club with A. & H. Underwriters Assn. 
of L. A., a proposal that will be voted 
on at the state convention Oct. 30. 


ee | 











— “Sell” for Charity 


The life insurance business in the 
Buffalo area observed Red Feather 
| Day in a novel way in tribute to the 
general chairman of the Community 
Chest Appeal, Peter T. Allen, general 
| agent of Northwestern Mutual Life. 
Each life insurance man and woman 
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gave, in addition to regular contribu- 
tions, a percentage of the face. value 
of all policies sold on a certain day. 





Wiederman to Succeed 
Father at San Antonio 


B. A. Wiederman, manager at San 
Antonio for Union Central, will retire 
Nov. 4 and will be succeeded by his 
son, Sidney. The elder Wiederman en- 
tered the business in 1913 and in 1930 
Union Central appointed him San An- 
tonio manager. Another son, Jean, also 
is associated with his father in the 
agency. 


State Mutual Changes 


State Mutual Life has made three 
home office changes. 

C. Earle Armstrong has been elected 
an assistant superintendent of agencies. 
He has been in banking and personal 
production and supervision in New 
York City. 

Thorne Caldwell, promoted from as- 
sistant counsel to associate counsel, has 
been with State Mutual since 1937. 

Robert G. Hill was elected an officer 
and advanced to manager of the A.&H. 
claim department. 


Wallace Again President 
of §.M.U. Institute 


Travis T. Wallace, president of 
Great American Reserve, was reelected 
president of the Institute of Insurance 
Marketing at Southern Methodist Uni- 
versity. 

Other officers renamed were Ford 
Munnerlyn, vice-president and agency 
director of American General Life, 
vice-president, and A. R. Jaqua, vice 
president and institute director. Clar- 
ence Skelton, vice-president and agen- 
cy director of Republic National Life, is 
the new secretary-treasurer, replacing 
L. Mortimer Buckley, New England 
Mutual Dallas general agent, elected 
executive committee chairman. 





Peoples, D.C., Ups Jenkins | 


Peoples Life of Washington, D.C., 
has named T. M. Jenkins western di- 
vision superintendent of agencies. He 
will have his headquarters at the home 
office. 

Mr. Jenkins started with the com- 
pany 21 years ago as an agent at Wal- 
dorf, Md., later advancing to assistant 

manager there. In 1949 he was pro- 


moted to district manager at Balti- 
more. 


T. R. MacDonald Named to 
Minn. Mutual Ariz. Post 


Minnesota Mutual Life has appointed 
Theodore R. MacDonald Arizona gen- 
eral agent, with offices at 757 East 
McDowell road, Phoenix. 

Mr. MacDonald had been with 
Equitable Society since 1943, starting 
as an agent at Houston. He later be- 
came a unit manager at San Jose, Cal., 
and in 1951 was made assistant man- 
ager at Los Angeles. 





e A meeting of agents of Security 
Mutual Life of New York from north- 
ern Wisconsin, upper Michigan and 
eastern Minnesota was held at Wausau, 
Wis. Speaker was Norman Carson, 
agency vice-president. 





e Dr. Gamber F. Tegtmeyer, medical 
director of Northwestern Mutual Life, 
discussed the problems of home of- 
fice medical departments at the Octo- 
ber meeting of Milwaukee Life Mana- 
gers & General Agents Assn. 

















OUR AGENTS’ 
RETIREMENT PLAN 


The qualified LNL agent benefits liberally under his company’s retirement plan. 
He is rewarded according to his length of service and insurance in force. And, 


after 65, he may continue to write business and receive commissions in addition 


The 


to his substantial retirement benefits. 
Lincoln National’s liberal retirement 
plan for agents is another reason for 
our proud claim that LNL is geared to 
help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Service Gives Insurance 


First Claim as Provider 
(CONTINUED FROM PAGE 5) 

come an estate-planner only by doing 

1 Aha 

Mr. Huber reported that his agency 
has an annual “gripe day,” lasting 
from 10 to 12 in the morning. “Three 
hundred and sixty-four days in the 
year, I listen quietly to gripes from the 
men. This one day in the year, at 
our annual gripe session, only I am 
allowed to talk! I recommend the plan 
to any general agent. Knowing you 
are going to have one chance during 
the year to sound off makes you able 
to listen more objectively to gripes 
from the men the rest of the time.” 

Speaking on “Raising Sights by the 
Sale of Disability Coverages,’ Mr. 
Wertz charged that we are filling no 
more than one third of the insurable 
health expense bill in the country; 
and he stated that on the basis of the 
figures A & H has the biggest future 
potential of any field of insurance 
except, perhaps, life. 

“Most A & H in force today has 
been bought, not sold,” he declared. 
That’s the reason only 25% of the 
people have _ loss-of-time coverage 
while so many more have various 


expense coverages. It takes salesman- 
ship to sell the deferred benefits of 
loss-of-time protection, and life in- 
surance men are the only group that 
can do the job needed.” 

A & H is the easiest approach to the 
life sale, Mr. Wertz reported. It gets 
the new man off to a quicker start. 
“Because I have always had A & Hin 
my agency, I’ve never had to finance 
but one man,” he said. A & H enables 
a man to do a better job of program- 
ming, and it cuts life insurance lapses. 
Its frequent claims build good will 
and give the agent the invaluable ex- 
perience of delivering claim checks far 
more often that he ever delivers them 
for life insurance. 

Mr. Schergens, speaking on “Raising 
Sights Through Programming,” de- 
clared that programming is a better 
way to see more people and save time. 
“It’s the intelligent way to sell,” he 
said. “Moreover, it gives the man a 
work unit he can understand. We 
base our work on getting complete 
information sheets. If he gets in- 
formation sheets, every other part of 
the sales procedure automatically falls 
in line.” 

The speaker set as a “must,” sup- 
plying enough clerical help in the 
agency to do the mechanical part of 
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Since getting this new gadget, many 
of our people say that they are not 
only seeing more prospects, but 
their closing rate is better, too. 


Yes, gadgets really can be helpful 
selling tools. And whenever there’s 
a practical use for items like this. 
North American provides them. 
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Life and Gasualty Company 


Founded 1896 
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the job for the agent, leaving him free 
to go out and sell. “You can’t expect 
a big operation if you give the man 
button shoes and a roll-top desk,” 
he charged. 

Hal Nutt talked on “Raising Sights 
by Building Men.” “That is the real 
job of the agency manager,” he said. 
“If you build men, the agency will 
build itself.” 

Mr. Nutt opined that the business 
castigates itself too much about turn- 
over. “Any way you look at it, re- 
cruiting is a matter of throwing mud 
at the barn door in the hope some 
will stick. We should do what we can 
to reduce turnover, but we should 
recognize it is normal.” 

The speaker also listed as sales tools 
that will raise the sights of men, 
TD 5515; social security to professional 
men; the story of high taxes and low 
investment yields; the high cost of 
dying for the average men; and the 
will approach. 

As part of “Raising Sights Through 
the Sale of Business Insurance,” Mr. 
Zeigen urged acquiring a wide ac- 
quaintanceship among _ accountants. 
“No successful business man will buy 


business insurance unless his ac- 
countant, and probably, his lawyer, 
okays it. 


é e @ 

“Uncle Sam is your best third-party 
influence in the sale of business in- 
surance,” Mr. Zeigen observed, recom- 
mending those interested obtain a 
copy of the U.S. Senate committee on 
small business bulletin #443 for use 
in the sale. 

A dinner meeting was devoted to 
entertainment and humor, with Eber 
Spence, vice-president of American 
United Life, talking on “Vice-presi- 
dents.” “There is no middle road for 
vice-presidents,” Mr. Spence said. 
“They’re either despised, or they’re 
hated.” 

An unplanned feature of the pro- 
gram was card tricks and magic by 
Mr. Lundgren, once a vaudeville per- 
former. Indianapolis General Agents 
& Managers Assn. also presented a 
knee-hole desk to Robert Osler, vice- 
president of Rough Notes Co., in ap- 
preciation of years of service in 
publicizing and promoting attendance 
at the conference. 

The final session included, in addi- 
tion to Mr. Patterson’s summary, a 
showing of the Huber Estatology film, 
designed for use with lay audiences, 
and the unveiling of a portrait of Paul 
Speicher, late president of R & R, 
“father” of the conference and pro- 
gram chairman and summary speaker 
until his death. 





Occidental Group Changes 


Occidental Life of California has 
made several group changes. John 
Castino, assistant regional group su- 
pervisor, has been put in charge of 
a newly-opened group office at 208 
East Wisconsin avenue, Milwaukee. 
Robert E. French, formerly of Los 
Angeles, has been named group sales 
representative at Philadelphia. William 
H. Barrows, group sales representative 
at Fresno, Cal., has been named re- 
gional group supervisor at Kansas City. 
Robert P. Ploughe has been transferred 
from Los Angeles to Fresno as group 
sales representative. 





Metropolitan Plans Display 


Metropolitan Life will join other 
companies in presenting displays at 
American Management Assn.’s annual 
finance conference at the Hotel Roose- 
velt, New York City, Nov. 18-20. Met- 
ropolitan’s display will cover the in- 
surance company as a source of invest- 


ment funds. More than 900 executives 
are expected to attend and one of the 
main speakers will be Douglas G. Ap. 
bott, Canadian minister of finance. 





New Pacific Mutual Agency 


Marks Return to Hawaii 


Pacific Mutual Life has returned tp 
the Hawaiian Islands, naming Jame; | 
F. Tani as general agent at Honoluly, | 

The first life company ever to es. 
tablish an agency in the islands, P3.| 
cific Mutual’s original Honolulu agen. | 
cy, opened in 1877, remaining actiye| 
for nearly 60 years. \ 

Mr. Tani recently spent severa|, 
weeks at the Pacific Mutual home of- | 
fice. 


Jefferson Nat'l Bests ‘52 | 


Sales; McKinney Honored | 


Jefferson National Life’s novel yet 
highly effective sales campaign honor. 
ing President E. Kirk McKinney dur- 
ing October, his birthday month. 
pushed that company’s year-to-date 
sales past the amount produced ql] 
last year. | 





Taking the form of a mythical air 
force, the field organization is “bomb. 
ing’ away at its own previous sales 
records. It is expected the drive wil | 
exceed its $4 million quota by $500,000. 





---aand records 

| show that, 

| throughout 

"the length | 

| and breadth | 

| of the nation, | 
there are few | 


indeed 


| 

| On ®@ 

| COmnmaumitses 
| 

| 

' 

| 


policyholder, 
annuitant or 
beneficiary of 
the Sun Life | 


Assurance 





Company of | 








divid 
meeti 
Steve 
leaf 

sheet: 
plus | 
areas 


ing, | 


* 30, 1959 
— 
EXECUtives 
one of the 


las G. Ab. 
inance. 


gency 
Cli 
oturned to 
ng James | 
Honoluly, | 
yer to es. | 
lands, Pa. | 
lulu agen. } 
ing active | 


t several ; 
home of- | 


y month, 
ar-to-date | 
duced all 


thical air| 
is “bomb- 

ious sales 
drive will 
7 $500,000, 





October 30, 1953 


LIFE INSURANCE EDITION 


17 





— 


Mutual Benefit Life Has 
43 Squab Club Qualifiers 


A record number of 43 first-year 
agents will attend the Squab Club 
meeting of Mutual Benefit Life at New 
York City Nov. 4-6. The Earls agency 
at Cincinnati has qualified more agents 
for the meeting than any other agency 
in the club’s history. 

After a welcome by H. Douglas 
Palmer, director of field training, there 
will be round table discussions led by 
Robert H. Stevens, assistant to the 
director of field supervision; H. Pres- 
ton Smith, management training super- 
visor; Gordon Hull, director of sales 
services; Thomas J. Sexton, director 
of sales services, and Stuart A. Mon- 
roe, director of field supervision. A 
talkk by H. Bruce Palmer, president, 
will wind up the session. 

William T. Earls, Cincinnati, will 
address the banquet, over which 
Charles G. Heitzeberg, 2nd vice-presi- 
dent and director of agencies, will 
preside. 

Moving to the home office for the 
final session, Squab Club members 
will hear talks by associates Philip 
Goldberg, New York, and H. Robert 
Knapp, Jr., Grand Rapids. Luncheon 
speaker will be Richard E. Pille, vice- 
president. 





Occidental of California Has 


Streamlined Rate Manual 


Among developments at Occidental 
of California’s eastern regional con- 
vention at Chicago was announcement 
that the company has published a 
streamlined edition of its rate manual. 

The book is arranged by age and un- 
der each age are annual, semi-annual, 
quarterly and monthly premium rates 
for 18 of Occidental’s non-participa- 
ting cash value and level term plans. 

A new accounting system for in- 
dividual agents, also revealed at the 
meeting, has been devised by C. H. 
Stevens, agent at San Diego. A loose- 
leaf book containing information 
sheets on all the agent’s policyholders, 
plus a breakdown of policyholders by 
areas in which they live, affords the 
agent easy access to figures which help 
him determine what his annual re- 
newal average is, and what percentage 
of his renewals result from life, A. & 
H. and other coverages. 

New members of the company’s 
Millionaires Club, installed at conven- 
tions at Banff, Alberta, and Coronado, 
Cal., as well as at Chicago, have in- 
creased the roster to 252. Eligibility 
consists in passing the $1 million mark 
in production. 





Fete Fluegelman at N.Y. 


Connecticut Mutual Life gave a re- 
ception at New York City in honor of 
David B. Fluegelman, recently ap- 
pointed general agent for the company 
at New York. 

Among those attending were mem- 
bers of Life Managers Assn. of Great- 
er New York and many of Mr. Fluegel- 
man’s friends in the life insurance in- 
dustry. Hosts were Vincent B. Coffin, 
senior vice-president of Connecticut 
Mutual, and Raymond W. Simpkin, 
agency vice-president. 

Mr. Fluegelman is immediate past 
president of National Assn. of Life 
Underwriters. His new offices are at 
6 East 45th street. 





Cal-Farm Insurers Plan Meet 

The Cal-Farm companies are hold- 
ing, in conjunction with the annual 
meeting of California State Farm Bu- 
reau, a one-day — conference 
at San Jose, Cal., Nov. 

At the life insurance . Frank 
W. Bland, Pacific Coast manager, Na- 
tional Underwriter Co., will speak on 
“What Is Life Insurance? ?” Sales pro- 
motion plans will be detailed by Floyd 
Laird, sales director. George H. Wil- 
son, president, is to present the broad 
picture of farm bureau insurance serv- 

ices, as will Duane Kuntz, president 


of Country Life of Chicago. Lewis P. 
Wilson, California manager, will dis- 
cuss the relations of the Cal-Farm fire 
and life companies with reinsurance 
companies. 


4th R. D. Award for Hancock 


For the fourth time, Readers Digest 
has selected a John Hancock Mutual 
advertisement for its “advertising cum 
laude” award. Part of the company’s 
“Know America Better” series, the 
current prize winner praises. the 
hospital interne for his dedication 
despite a seemingly insurmountable 
amount of work. The advertisement 
appeared in national magazines in 
August and will be reproduced by 
Readers Digest in November. 








New Maginnis-Peterson V-P 


Anthony A. Pastor has been ap- 
pointed vice-president and sales man- 
ager of Maginnis-Peterson & As- 
sociates, life and A & H brokerage 
firm of Chicago, group, association and 
franchise insurance specialists. With 
Maginnis-Peterson for the past year, 
Mr. Pastor is a graduate of Leland 
Stanford University and holds a law 
degree. He was with New York Life 
for several years as a special agent. 


Middle Atlantic Actuaries 


Elect James M. Woolery 


The Middle Atlantic Actuarial Club, 
at its fall meeting at Baltimore, elected 
James M. Woolery, vice-president 
and actuary Occidental Life of Ra- 
leigh, president; Ralph E. Edwards, 
actuary Baltimore Life, vice-presi- 
dent, and Helen Gibson, Monumental 
Life, secretary-treasurer. 

Speakers at the meeting included 
Commissioner Jackson of Maryland; 
C. H. Benson, vice-president and actu- 
ary Pilot Life; W. A. Simpson, asso- 
ciate actuary Acacia Mutual; P. Freed- 
man, assistant actuary Sun of Balti- 
more, and G. E. Immerwahr, actuary 
Monumental Life. A panel devoted to 
a discussion of allocation of expenses 
was headed by R. W. Glazier, actuary 
Life of Virginia. 





Has Forms Control Program 

A continuous program of forms con- 
trol has been instituted by John Han- 
cock Mutual through an “internal pub- 
lic relations audit.” 

A detailed study of some 6,000 forms 
and letters used in company operations 
will be made, one of the chief aims 
being reduction of the number of 
hours spent by home office and field 


personnel on paper work. The program 
is under the direction of Clyde F. Gay, 
administrative vice-president, and 
Robert P. Kelsey, vice-president in 
charge of public services, and will 
operate on a permanent basis. 





Two Join Bureau Staff 


Kermit E. Schaeffer and Robert 
Waldron have joined the staff of Bu- 
reau of A. & H. Underwriters. They 
both will handle public relations, Mr. 
Waldron concentrating on medical and 
hospital relations. 

Mr. Schaeffer is a graduate of the 
University of Michigan and Cornell 
law school. He has been with National 
Assn. of Manufacturers on the legal 
staff. 

Mr. Waldron has degrees from 
Queens college, and Sydney university 
of Sydney, Australia. He has been a 
professor in Australia, and more re- 
cently was with the Associated Hospi- 
tal Service of New York (Blue Cross) 
as public relations assistant. 





Management Conference Set 

Northern California Management 
Conference, conducted by San Fran- 
cisco General Agents & Managers Assn., 
will be held at Berkeley Nov. 10. 
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EVERY MEMBER 
of the 
FAMILY 


The bulk of the protection should be on the life of the 
income-producer of the family, of course. 

But the uncertainty of the future applies to every mem- 
ber of the family, and the death of any one of them brings 
an economic shock greater today than ever before. 

We have always offered Life Insurance on every member 


of the family, including the baby. 
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Michigan Assn. Caravan 
Makes 3-Day Tour of State 


More than 1,000 agents attending 
meetings of the three-day annual sales 
caravan sponsored by Michigan Life 
Underwriters Assn. heard addresses by 
Robert W. Harper, agent at Denver for 
Minnesota Mutual Life and life MDRT 
member, and Frank O. Mayer, regional 
supervisor at Detroit for John Han- 
cock. 

Mr. Harper stressed the opportuni- 
ties to the agent of “changing life situ- 
ations”. The agent, he said, should be 
alert to such happenings as births, 
marriages, promotions and new jobs 
among his prospects and should turn 
these events to his advantage. 

Mr. Mayer proffered these six major 
points for sales success: enthusiasm, 
self-motivation, sincerity, persever- 
ance, planning of work, and service. 

Other participants were Ernest Ton- 
kel, general agent at Grand Rapids for 
Ohio National Life and president of 
the Michigan association; Roy Math- 
ews, assistant Michigan manager for 
Wisconsin National and _ association 
vice president; Shirley Wayburn, vice- 
president, New York Life; Elwyn 
Reed, National Life of Vermont, Bat- 


tle Creek; and Harold C. Brogan, dis- 
trict manager at Lansing for Ohio Na- 
tional Life. 

Itinerary included Detroit, Franken- 
muth, Jackson, Lansing, Kalamazoo, 
and Grand Rapids. 


Plan lowa Caravan 


Iowa Assn. of Life Underwriters will 
stage a traveling sales caravan, visit- 
ing Clinton, Burlington, Ottumwa, 
Marshalltown, Ames, Fort Dodge, 
Spencer and Atlantic. Dates for the 
meetings will be announced later. 

The annual convention and sales 
congress of the association will be held 
at Waterloo, May 7-8. 


Organize in N. W. lowa 

Northwest Iowa Life Underwriters 
Assn. was organized at a meeting at 
Spencer with C. R. Johnson, Equitable 
Life of Iowa, being elected president. 

Gordon G. Norvell, Bankers Life of 
Nebraska, is vice-president, and Don 
K. Evans, Lincoln Mutual Life of Ne- 
braska, secretary-treasurer. 


Trust Co. CLU Scholarship 


At a joint luncheon meeting of the 
Philadelphia Assn. of Life Under- 
writers and Philadelphia C.L.U. chap- 
ter, Frederic C. Wheeler, vice-presi- 
dent of Fidelity-Philadelphia Trust 
Co., awarded the first annual Fidelity- 
Philadelphia C.L.U. scholarship to 
Thomas F. Hills, an agent with John 
Hancock for 414 years. 


The scholarship marks the first time 
that a banking institution has coop- 
erated with the insurance fraternity 
by sponsoring a scholarship to aid in 
the training of its members, according 
to a Fidelity news release. It covers 
a four-year period at the Wharton 
school and will be awarded annually 
to an outstanding underwriter in the 
greater Philadelphia area. 


Minneapolis—Twin City Women Life Under- 
writers Assn. was host to managers and gen- 
eral agents at a luncheon launching their fall 
and winter activities. 


Johnson City, N. ¥.—Kenneth L. Anderson, 
vice-president and manager of agencies of 
Union Mutual Life, spoke at the annual joint 
Ladies Night dinner of the Binghamton and 
Endicott associations. Two members received 
C.L.U. designations. 


Marshalltown, Ia.—*‘Life Insurance in Estate 
Planning’ was discussed by John Keyser, 
local tax attorney and estate analyst, who 
emphasized that most estates need more life 
insurance to secure liquidity in passing estates 
to heirs. The smaller the estate, the more im- 
portant is proper planning, he declared. 


Washington—At the first District of Colum- 
bia association luncheon meeting of the season 
Claude L. Benner, president of Continental 
American Life, spoke on ‘‘Why Fear Depres- 
sion”. H. Cochran Fisher, Aetna Life, na- 
tional committeeman, reported on the Cleve- 


land N.A.L.U. convention. It was announced 
that membership has reached 500. 
Wisconsin Rapids—Warren Coe, general 


agent at Oshkosh for Penn Mutual, spoke on 
business insurance problems. 


Appleton, Wis.—The association will be host 
for the northeastern Wisconsin regional sales 
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175 W. Jackson Blvd. 


To meet the requirements, this man will be 
about 35 years of age and will have a good eduea- 
tional background (law graduate desirable but not 
essential). He will have a number of years of 
+xperience in Home Office or Home Office and 
Field operations — including supervision of claim 


The salary will be attractive even though he has 


RESPONSIBLE POSITION FOR 
EXPERIENCED CLAIM MAN 


\ man with experience and ability in life-accident- 
nealth claim work may find the opportunity to 
better his situation (which, probably, is already 
with an established Life-Accident-Health 


in any company. 


Write to: 


BOX V-12 


THE NATIONAL UNDERWRITER 


earned substantial recognition in his present con- 
nection. He will be employed by a progressive 
company which has been doing business since 
before the turn of the century and which operates 
on a national scale. He will have the opportunity 
to enroll in an excellent group insurance program 
and one of the best retirement plans to be found 


If you feel qualified we would like to hear from 
you. Give full details in your first letter, which 
will be held in strict confidence. All correspond- 
ence will be acknowledged, and personal inter- 
views will be arranged with the best qualified men. 


Chicago 4, Ill. 

















Jackson Blyd., Chicago 4, Ill. 





Are you a TOP agency man? 


Beceuse of approaching retirement of chief agency officers we are looking for THE 
man to head our agency department. Well established midwest mutual company— 
less than $100 million in force—excellent financial position, liberal agency con- 
tracts. Willing to spend the necessary money to develop a more productive 
organization, and willing to give an imaginative and capable man the necessary 
authority. If your present position is such that your capabilities are not being put 
to the best use for your future this may be the job for you. Age limits 35-50. Replies 
will be held in confidence. Box V-10, The National Underwriter Co., 175 W. 








MICHIGAN LIFE AGENTS 

Build your prestige and policyholder service by 
providing multiple line facilities for your clients. 
Aggressive multiple line company has a plan 
tailored to your needs including a highly com- 
petitive cutomobile insurance program. For full 
details write Box V-9, The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Il. 











WANTED—AGENCY SUPERVISOR 
With proven ability to recruit, train and super- 
vise men. Excellent opportunity for advance- 
ment for young man with established Louisiana 
Company writing life ordinary only. Give com- 
plete qualifications and salary expected. All 
information in strict confidence. Address V-14, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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congress Nov. 7. Speakers will be Herber; 
W. Chapman, Equitable Society, ‘Selling the 
Farm Market’; John Freese, agency tr 
supervisor Mutual Service Life, ‘‘Becoming Ep. 
thusiastic About Life Insurance’; Don 
Successful Farming magazine, “The F, 
Market”; Gerald Jolin, judge of Outagamie 
county, “Wills, Trusts and Estates’; and Ey. 
gene S. Schmidt, Allis-Chalmers Co., Milway. 
kee, ‘‘Human Relations in Industry.” A tour of 
the new home office building of Aid Associa. 
tion for Lutherans is planned. 


Albuqurque—The Central New Mexico as. | 


sociation, together with the National associa. 
tion and University of New Mexico, is spon. 
soring two 26-week training classes for agents 
at the university. Instructors will be Howard 
L. Cundy, Northwestern Mutual Life, and Jack 
Caperton. 


Newark—Calvert Hall, outstanding Pruden. 
tial “newcomer’’ salesman, 
Northern New Jersey association on ‘Selling 
Cold with Hot Results.” 

St. Louis—Donalad C. McCune, Fidelity My. 
tual Life, Pittsburgh, spoke on ‘‘Estate Plan. 
ning for Professional Men” at the first meet- 
ing of the 1953-54 season. 

Stephenson, Mich.—The Upper Wisconsin. 
Northern Michigan association, at a dinner 
meeting here, heard Joseph Gucky, Stephen- 
son superintendent of schools, speak on “Hy. 
man Relations.” New officers are Roy Nygren, 
Marinette, president; Frank Salp, Stephenson, 
vice-president, and Richard Lundgren, Mari- 
nette, secretary-treasurer. 


Corpus Christi—Bert Ripley, Wichita Fails, 
spoke on the “Gimmick’’. The association wil] 
mark Life Insurance Week Nov. 9-13 with a 
sales congress Nov. 13. 


San Antonio—Speakers for the program, un- 
der the directon of San Antonio C.L.U. chapter, 
were Association President C. Stanley Price, 
who urged a representative group of life wn- 
derwriters be formed to push any desired legis- 
lation; Warren Hewitt, Northwestern National, 
who reviewed the work of the C.L.U. chapter 
during the year; Julius Stein, broker, who dis- 
cussed the recent C.L.U. institute at Univer- 
sity of Connecticut; Barney T. Matteson, State 
Mutual Life, who outlined the chapter’s plans 
for the coming year, and C. E. Wood and G. 
Archie Helland, who reviewed the N.A.LU, 
convention at Cleveland. 


Utica, N. ¥.—‘‘How to Get the Best Con- 
sideration for Your Applicant’? was discussed 
by William H. Harrison, underwriting execu- 
tive for Security Mutual of Binghamton and 
president of Institute of Home Office Under- 
writers. 


Montreal—Alden C. Palmer, R. & R. Serv- 
ice, in comparing Canadian policyholders, said 
that policies now total $19 billion compared 
with only $500 million five years ago. Much 
of the credit for this improvement, he said, 
goes to the agents who have profited from 
better training techniques. 


Memphis—Alden H. Smith, Northwestern 
Mutual and member of Million Dollar Round 
Table, addressed the first fall meeting of the 
association on “My System Works for Me.” 


Erie, Pa.—Ralph G. Englesman, life in- 
surance sales counsel, spoke at one-day school 
for life agents in Ohio and Pennsylvania, 
sponsored by the local association. General 
chairman was J. Russell Prindle. 


St. Paul—‘'Capitalism is the most undersold 
‘ism’ in the world,’ H. Bruce Palmer, presi- 
dent of Mutual Benefit Life, said. He urged 
a greater understanding of the nature of 
capitalism, and said “that labor and capital 
should not regard themselves as two opposing 
forces but as part of one great dynamic force 
that has made the country what it is today.” 
Three members received C.L.U. degrees. 


Madison, Wis.—Robert S. Gray, Dearborn, 
Mich., spoke on “The Responsibility of Ca- 
reer Agents in Our Expanding Society”. 


Eau Claire, Wis.,—Charles A. Irwin spoke 
on “How Accountants Look at Life Insurance” 
at the October meeting of the Chippewa Valley 
association. The unit is sponsoring a sales 
congress Nov. 6 and the second section of the 
L.U.T.C. course in the valley area. 


Elmira, N. ¥.—Members of a panel devoted 
to the problem of “Selling Life Insurance” 
were Howard Dailey, Bernard Trifoso, Robert 
Bowen and Fredrick Carison. 


Hutchinson, Kan.—New officers are Marion 
Pearce, State Farm, president; Ronald Mc- 
Clain, Farmers & Bankers, 1st vice-president; 
Ernest Evans, Prudential, 2nd vice-president; 
Joe Hulse, Columbus Mutual, secretary-treas- 
urer, and Keith Hayes, Mutual of New York, 
National committeeman. The election meeting, 
devoted to a ladies luncheon, was addressed 
by Maynard Willis, superintendent of agen- 
cies for Farmers & Bankers, who spoke on 
“The House of a Successful Agent,” and Boys 
State Justice Charles Remsberg. Eleven mem- 
bers received national quality awards. Speak- 
er at the following meeting was Kansas Pres- 
ident Ralph Willcott, manager for Business 
Men’s Assurance at Chanute. Fourteen re- 
ceived L.U.T.C. certificates. 
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Rockford, 11l.—Walter Meyers, General 
american Life, has been elected president. 


Qklahoma City—Louie Throgmorton, vice- 
ent of Republic National Life, spoke 

on “Your Finest Hour”. 
one day seminar in advanced 
eee has hens scheduled for Nov. 14 
by the association and Kansas Leaders Round 
able. Cooperating is University of Kansas 
ion school. Moderator will be Keith 
Hayes, Mutual Life of New York agent at 
H m, and instructors will be Hal L. 
Nutt, director of the Purdue course, and Ro- 
pert G Girk, also on the Purdue faculty. 
Luncheon speaker will be A. E. Manhardt, 
sales manager of Fidelity Investment 


Co., Wichita. 


Great Bend, Kan.—The Central Kansas as- 
sociation heard Herb Langsdorf, Jr., super- 
yisor at Topeka for New England Mutual, 
speak on “What Kind of a Life Insurance 

Topeka—John V. Coe, agent at Wichita for 
Massachusetts Mutual, and vice-president of 
the Kansas association, spoke on “Dollars for 
Future Delivery”. A new C.L.U. class has been 


org' 


Offer New Pay-As-You-Go 


Plan for Social Security 
(CONTINUED FROM PAGE 1) 

going down, a sharp increase in the 
tax rate might be felt to be undesir- 
able. If so, said Mr. Blagden, it would 
be desirable to provide that the tax 
rate could be automatically frozen, 
with an equally automatic increase 
called for when business conditions 
improved. One way to do this would 
be to provide that if, by the date when 
the rate for the next year is to be 
set, it is forseen that continuing the 
current tax rate will keep the fund 
from falling below the specified 'per- 
centage of estimated payrolls for the 
ensuing year, then no boost in the rate 
would be called for. However, once 
the fund fell below this specified per- 
centage then, in addition to the tax 
rate needed to keep equal to disburse- 
ments, the rate on both employer and 
employe would be increased by a spe- 
cified percentage, say one half of 1% 
until such time as the fund again 
equalled the specified percentage of 
payroll. 











Evans New Gen’! American 
Advertising, Publicity Chief 


E. William Evans has been appointed 
manager of the General American 
Life advertising and publicity depart- 
ment, succeeding William E. Rau who 
no longer is with the company. 

Except for navy service during 
World War II and again during the 
Korean war, Mr. Evans has been with 
the company’s group department since 
1940. Early this year he was named 
manager of group sales administration. 





Okla. City Dues Raised 


Oklahoma City Assn. of Life Under- 
writers has voted to increase its an- 
nual agents’ dues from $8.50 to $12; 
general agents and managers from 
$16.50 to $20, and out-of-town agents 
from $7 to $10.50. 


Keller S. F. Speaker 


E. E. Keller, general agent of Lin- 
coln National Life, will speak at the 
Nov. 10 meeting of San Francisco 
A&H Managers Assn. on “A&H as 
an Approach to Life Sales.” 








Revise Two CLU Brochures 


Two of the American College of Life 
Underwriters most widely used pub- 
lications have been revised and are 
now ready for distribution. 

The first, “Fundamentals of Federal 
Old Age & Survivors Insurance”, was 
revised by Laurence J. Ackerman, 


dean of the school of business admin- 
istration at the University of Connec- 
ticut, in collaboration with David Ivry, 
assistant professor of insurance there. 
Charles K. Reid, II, consultant in the 
company relations division of LIAMA, 
has revised “Fundamentals of Gov- 
ernment Life Insurance” to incorporate 
recent changes in the law, with inter- 
pretations pertaining to that subject. 
Both brochures are primarily used in 
the C.LU. study program for part A. 
However, individual copies may be 
purchased for 50 cents from the col- 
lege, 3924 Walnut Street, Philadelphia. 





Publications Boost Morale, 


Toronto Editors’ Panel Says 


House magazines are one of the most 
important morale builders in a life 
company’s sales organization. That was 
the consensus of opinion of a panel of 
editors at a meeting of Agency Assn. 
of Toronto. 

The panel included W. R. Parr, Man- 
ufacturers Life, who acted as moder- 
ator; Norm McKee, Canada Life; P. I. 
Murray, Confederation Life, and H. G. 
Westcott, Manufacturers Life. 

Panel members agreed that name 
recognition is one of the most import- 
ant purposes of a company magazine, 
though methods in achieving this end 
varied. 


Mr. McKee pointed out that Can- 
ada Life’s magazine confined itself 
to recognition of production achieve- 
ments, anniversaries and attempted to 
mention as many of those in the field 
force as possible in every issue. 

Mr. Westcott agreed that production 
achievements should be included, but 
stressed that his company’s publica- 
tion also was considered an integral 
part of Manufacturers’ program of 
sales education. He reported the results 
of a survey among company agents 
which showed that articles of a “How 
to” nature were particularly well re- 
ceived. 

Mr. Murray said that claims stories 
were particularly popular and that 
wives found the women’s page useful. 
This feature boosted readership in the 
home. He added that production state- 
ments were not included in his com- 
pany’s magazines, but issued as an in- 
sert every month. 


Award 20 CLUs at Joint 
Meeting in Los Angeles 


Dr. Raymond B. Allen, chancellor 
of the University of California at Los 
Angeles, addressed a joint luncheon 
meeting of Los Angeles Assn. of Life 
Underwriters and Los Angeles C.L.U. 
chapter at which designations were 
presented to 20 new C.L.U.’s. Dr. David 
B. McCahan, president American Col- 
lege, spoke briefly, and Dr. Davis W. 
Gregg, dean of the college, conferred 
the certificates. 


Regional at Hamliton, Ont. 


A Niagara Peninsula regional 
meeting of Life Underwriters Assn. 
of Canada was held at Hamilton, Ont. 
Speakers were Alden C. Palmer, R. & 
R. Service; J.P.S. Costigane, superin- 
tendent of agents of Confederation 
Life; John L. Bennett, Dominion Life, 
New Westminster, B.C., and Leslie W. 
Duntall, general manager of the Cana- 
dian association. 


Los Angeles CLU’s Elect 


Los Angeles C.L.U. chapter has 
elected Robert L. Woods, general agent 
Massachusetts Mutual, president; Rob- 
ert A. Brown, Pacific Mutual, vice- 
president; Jack S. O’Neill, supervisor 
Provident Mutual, secretary-treasurer. 











Andrews Goes with Franklin 
Clement M. Andrews has been ap- 

pointed associate general agent at 

Beaver Falls, Pa., for Franklin Life. 


Mr. Andrews entered life insurance 
16 years ago with Metropolitan as an 
agent. He was subsequently promoted 
to assistant manager. 





Uniform Company Expense 
Measures in NAIC Baliwick 


(CONTINUED FROM PAGE 1) 
subsequently review what interests 
them in the transactions published af- 
ter the meeting. 

Mr. Larus noted that individual A&H 
insurance has been adopted as a spe- 
cific topic in the society’s examina- 
tions. In explaining other changes in 
examinations procedure, he said that 
methods have been adopted to develop 
at an earlier age fellows and associates 
who meet all standards. He pointed out 
those who attained fellowship by ex- 
aminations in 1941 had an average age 
of 32, while this year the corresponding 
figure was 30. The principal reason 
for this, he said, is the fact that pro- 
cedures have been instituted making it 
easier for undergraduate students to 
acquire examination credits. 

Mr. Larus mentioned that plans are 
being made to hold the society’s 1955 
June meeting in California. Since most 
members are located in the east or 
middle west, spring meetings have 
been held in those areas. There are 
several members from the west coast, 
however, and in deference to them, it 
was decided to hold an_ occasional 
meeting in the west. 


Each of the two spring meetings 
usually attract an attendance of about 
350, while the annual meeting, held 
in the fall, has an average attendance 
of about 500, Mr. Larus pointed out. 
This would mean that on the average 
each of the members attends about one 
meeting a year. Attendance duplica- 
tion at the spring meetings is surpris- 
ingly small. Over the last three years, 
only 7% of the membership, including 
officers and board members, attended 
both gatherings. 

Noting that many business men enter 
civic activities, considering them some- 
thing of a hobby, Mr. Larus suggested 
the actuaries who do this offer their 
services in determining whether the 
growing number of municipal pension 
plans are well founded. He said many 
of these have been created with little 
regard to equities and costs, and the 
actuary could perform a real service by 
studying them and making suggestions. 
Among many other ways the actuary 
could be helpful along this line, he 
said, would be to offer his services in 
scientifically projecting birth rates, 
population shifts, and other factors 
familiar to him where school boards 
are contemplating new construction. 





Spike to Pioneer of N.D. 


Earl D. Spike has been appointed 
west coast superintendent of agencies 
for Pioneer Mutual Life of North Da- 
kota. 

A 25-year insurance veteran, Mr. 
Spike started as an agent and from 
1943 to 1949 served as west coast 
manager for National Life of Iowa. He 
then went with Sunset Life of Wash- 
ington as superintendent of agencies. 
The past two years he has been at 
Seattle as a consultant to insurance 
companies. He will continue his head- 
quarters there. 





e Union Labor Life has been licensed 
in Kentucky. It now operates in 18 
states and the District of Columbia. 





e Ralph S. Damon, president of Trans 
World Airlines, has been elected a 
director of Guardian Life. 


Injunction Delays 
Farmers & Traders 
Mutualization Vote 


Voting on the proposal to mutualize 
Farmers & Traders Life of Syracuse 
had to be postponed as a result of a 
temporary injunction obtained by a 
group which has been seeking to buy 
the company, thus heading off mu- 
tualization. The injunction was ob- 
tained on the plea that there had been 
misrepresentation in the mutualization 
proposal. This is unqualifiedly denied 
by the management. 

An appeal was filed this week and 
it will be necessary to await the out- 
come before anything further can be 
done about mutualization. The voting 
trust set up in connection with the 
mutualization program had some 2,000 
shares represented out of a total of 
3,000 shares outstanding. Only a 51% 
vote is required. 


The attempt to buy the company is 
being made by John O. Young, and a 
group of Texas oil men. Mr. Young is 
an adopted son of the late Thomas O. 
Young, former president of Farmers & 
Traders. The price that was discussed 
was $900 a share, but some doubt has 
been expressed by insurance depart- 
ment officials that it was a firm offer. 

The price to be paid to shareholders 
under the mutualization program is 
$1,000 a share, the first payment of 
$300 to be made Jan. 1, 1955, and addi- 
tional payments to be made out of 
earnings within the next 10 years, with 
interest at 3% on the unpaid balance. 

Farmers & Traders had $129 million 
life insurance in force at the end of 
1952 and assets of $29,591,907. It writes 
non-par policies and individual A. & H. 





Lee H. Dunbar Elected 


Federal Vice-president 


Federal Life of Chicago has ad- 
vanced Lee H. Dunbar, formerly as- 
sistant secretary, to vice-president. He 
was assistant secretary of Alliance 
Life before joining Federal in the 
same capacity in 1949. The company 
also has elected Harold B. Myers, 
comptroller of International Harvester 
Co., a director. 





Boston Mutual Promotes 8 


Boston Mutual Life has promoted 
these agents to assistant managers in 
Massachusetts: Robert E. Flagg, 
Springfield; Rodney A. Karlson, Fitch- 
burg; Carroll L. Guest and Armand 
Levesque, Fall River; John Baronian, 
Waltham; Robert A. DuFresne and 
William J. O’Brian, Haverhili; and 
John F. Wilcox, Manchester, N. H. All 
assume their new positions in their 
old districts except Mr. Guest, who has 
been transferred from Portland, Me., 
to Fall River. 





Spence to Indianapolis 


Donald M. Spence, son of Eber M. 
Spence, vice-president and director of 
agencies of American United Life, has 
been named manager at Indianapolis 
for the company. He is an army vet- 
eran. 





e Life of Georgia has advanced two 
staff managers to district managers: 
Hubert L. Clements moves from Flo- 
rence, Ala., to Natchez, Miss., and 
O. R. Booker, Jr., from Middlesboro, 
Ky., to Paducah, Ky. Mr. Clements 
has been with the company 11 years, 
and Mr. Booker eight. 
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Life Insurance Issue 
Bobs Up at Uniform 
Accounting Set-to 


The matter of life insurance and 
uniform accounting was not entirely 
suppressed at the hearing at Chicago 
this week of the joint NAIC subcom- 
mittees on rates and rating organiza- 
tions and uniform accounting. This 
was supposed to be strictly a fire and 
casualty session, even though under 
the stimulation of Superintendent Boh- 
linger of New York, the matter of 
uniform accounting and life insurance 
is being pursued. The meeting at Chi- 
cago dealt primarily with whether the 
uniform accounting indications should 
be used in the rate making process and 
to what extent. Inasmuch as life in- 
surance is not subject to rate regula- 
tion, the Chicago meeting was ex- 
pected to keep hands off in that field. 

Lee Shield of American Life Con- 
vention was the listening post for the 
life insurance people. He asked at one 
point whether it was a correct state- 
ment that the main purpose of uniform 
accounting is to aid the rate makers. 
Yes, replied James J. Higgins, chief of 
the uniform accounting bureau of the 
New York department, the main UA 
idea is to give aid to the rate makers 
but with emphasis he said in fire and 
casualty insurance. 

Later on the argument was advanced 
by those holding the Higgins view, 
that uniform accounting would serve 
no purpose if it were not intended as 
a guide in rate making. 

Cc. F. J. Harrington, former Massa- 
chusetts commissioner, who is now 
executive vice-president of National 
Assn. of Casualty & Surety Agents, 
asked then what it is intended to use 
UA for in life insurance. 

Mr. Higgins said this not a pertinent 
issue. Mr. Harrington insisted that it 
is pertinent. If it is not to be used for 
rate making, what use can there be 
for it? He contended it is pertinent if 
the argument is maintained that uni- 
form accounting is exclusively for the 
purpose of rate making. “We are not 
here today to discuss that,” Mr. 
Higgins said. Mr. Harrington insisted 
that there must have been some idea 
as to the use of uniform accounting for 
life insurance other than for rate 
making. Apparently he was trying to 
elicit an admission that there was some 
such purpose in mind in life insurance 
and that this same purpose might be 
valid in fire and casualty insurance. 

“I won’t be drawn into a discussion 
on that,” Mr. Higgins said. 

“But you keep pressing for a state- 
ment from the industry on what good 
is uniform accounting if not for rate 
making,” Mr. Harrington said. 

They finally called it a draw and 
dropped the life insurance issue. 


E. W. Earl, Jr., Miss Gray 
Get LOMA Promotions 


NEW YORK—Life Office Manage- 
ment Assn. has named as assistant sec- 
retaries Elmer W. Earl, Jr., who joined 
the staff last August, and Helen V. 
Gray, who joined LOMA in 1937 as 
secretary to the managing director. 

Mr. Earl was formerly with Na- 
tional Industrial Conference Board as 
a senior research consultant. He started 
in business as a life agent. He will 
serve as secretary of the LOMA per- 
sonnel administration committee and 
editor of a new publication, Life Office 
Personnel Quarterly. Miss Gray was 
made an officer in 1946 with the title 
of office supervisor. 


Brokers Clinic in Newark 
Edward C. Jahn, general agent at 





Newark for Connecticut Mutual Life, 
held a brokers’ clinic for general in- 
surance men in his city. Opportunities 
for general insurance in the life in- 
surance business were discussed and 
sales demonstrations were given. Ewart 
G. Walls, Jr., assistant superintendent 
of agencies for Connecticut Mutual, 
conducted the meeting. 





Carnochan, Johnson 
Named Vice-Presidents 
by Union Mutual Life 


Union Mutual Life has advanced 
John R. Carnochan to vice-president 
and Stephen W. Johnson to vice-pres- 
ident and controller. Arthur F. Max- 
well, president of Biddeford Savings 
Bank, was elected a director. 

Mr. Carnochan entered life insurance 
with Equitable Society after graduat- 
ing from Princeton. He joined Union 
Mutual in 1947 as director of training. 
He became assistant director of agen- 
cies in 1949 and 2nd vice-president 
and assistant to the president in 1950. 
He is an army veteran and conducted 
Maine’s first LUTC course. 

Mr. Johnson joined Union Mutual 
in 1945 as a controller. He is a gradu- 
ate of Dartmouth and its business 
school and was with General Electric 
11 years in personnel work as a 
traveling auditor. For 10 years before 
joining Union Mutual he was with the 
J. E. Goold wholesale drug concern 
in Portland as treasurer and general 
manager. 





Union Labor Passes 


Half-Billion in Force 

The writing of a group life program 
put Union Labor Life over the half- 
billion dollar life insurance in force 
mark. 





Anway Succeeds Stewart 


Harold W. Anway has been advanced 
to manager of farm mortgages for Mu- 
tual Life. Assistant manager of farm 
mortgages since 1950, he succeeds 
Charles A. Stewart, who is retiring. 

Mr. Anway joined Mutual in 1945 
after more than 20 years’ experience in 
the farm loan field, including service 
as secretary of the production credit 
corporation, a unit of the farm credit 
administration. 

Mr. Stewart has been with Mutual 
since 1944. He organized the farm 
lending program. He will be re- 
tained as a consultant on agricultural 
credit matters. Before joining Mutual, 
Mr. Stewart was deputy governor of 
the farm credit administration and 
president of the Intermediate Credit 
Bank of Omaha. 





MDRT Signs PR Consultant 

The Harry Bennett publicity firm at 
Los Angeles has been engaged to han- 
dle public relations and publicity re- 
leases for the 1954 Million Dollar 
Round Table. 

The table’s convention will be held 
next year at Coronado, Cal., June 
15-18. 





Hicks Mortgage Loan Manager 

Wendell M. Hicks has been named 
mortgage loan manager of Jefferson 
National Life. 





e Toledo Life Agency Cashiers Assn. 
has elected Mildred Gomer president; 
Kathryn Schuldt vice president, and 
Doris Bittick secretary-treasurer. 





Providence Mutual’s new paid business for 
the first nine months of 1953 totaled $105,306,- 
000, an increase of 13.7% over the corre- 
sponding period of 1952. Insurance in force 
rose to $1,555,218,000. 


Chicago Assn. Holds 
Annual Regionals 


This week again saw at Chicago the 
annual three-part regional meetings 
sponsored by Chicago Assn. of Life 
Underwriters. There was a record at- 
tendance at each of the gatherings, 
which were held in north, south and 
west sections of the city’s metropolitan 
area. With the exception of the clos- 
ing speakers, the program was the 
same for each meeting. 

Starting off each session was a movie 
shown through the courtesy of John 
Hancock—“Always Be Closing.” The 
film, well-done technically, invoked 
real enthusiasm with its grass-roots 
tips on how to end up with a sale— 
and how not to. The fact that the pic- 
ture did not deal with selling insur- 
ance but contained pointers that ap- 
plied to all selling, from “widgets” to 
heating systems, received a sympa- 
thetic response from the life insur- 
ance salesmen. 


Under the co-chairmanship of Wil- 
liam J. McDevitt, Jr., John Hancock 
district manager, and Edson H. Chap- 
man, Metropolitan manager and pres- 
ident of the Illinois association, each 
meeting was scheduled to hear Roy 
D. Simon, Chicago association presi- 
dent, but illness prevented his ap- 
pearance. His remarks were given at 
the west-side gathering by James H. 
Brennan, Fidelity Mutual Life gen- 
eral agent. Chairman McDevitt credit- 
ed Mr. Brennan in introducing him as 
inaugurating the regionals 13 years ago 
when he was president of the Chicago 
association. 

Well-received at each meeting, with 
considerable note taking, was a panel 
on “Ideas Gained from LUTC Study 
that Put Dollars in My Pocket.” Mod- 
erator was Robert L. Lubin of Equita- 
ble Society, a part I LUTC instructor 
last year. Participants were: Manuel 
Bernstein of Metropolitan, Meyer 
agency; Walter Ritzmann, John Han- 
cock assistant manager, Capobianco 
agency; Louis T. Urbanik, Prudential, 
Shadel agency, and Martin Yale, New 
York Life, Herberts agency. 

Closing speakers were: north side, 
Edmund L. J. Zalinski, 2nd vice-pres- 
ident of New York Life; west, Philip 
B. Hobbs of Equitable Society, and 
south, Lester O. Schriver, managing 
director of National Assn. of Life Un- 


derwriters. 


e Occidental Life of California has 
named Emore F. Allain brokerage 
manager at New Orleans and O. E. 
Hindeman, brokerage manager at 
North Hollywood, Cal. Mr. Allain en- 
tered the business in 1949 and has 
served with First American National 
Life of New Orleans and American 
National. Mr. Hindeman has been with 
Guarantee Mutual Life in Hollywood. 











e Methods for selection in training 
were outlined by Dr. Vern Steward, 
management consultant, at a meeting 
of Los Angeles agency supervisors. He 
advised keeping away from top or bot- 
tom quality men, concentrating on 
those falling in the middle. 


e Insurance Cashiers Assn. of Dallas 
heard C. E. Gaines, vice-president and 
agency director of Great National Life, 
speak on “What Price Security?” 


e Retail Credit Co. has opened a new 
branch at Catonsville, Md., with Ed- 
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ward Keilbar, Jr., as manager. Mr 
Keilbar has been with the organi | 
tion 16 years, most recently as assist. / 
ant manager at Baltimore. 3 
e Earl Grigg has been named purchag, 
ing agent and A. M. Cornell tabulatj 
supervisor for United Bankers Life 
Dallas. Mr. Grigg has been assistay 
agency secretary and hospitalizatig, 
underwriter, and Mr. Cornell at om 
time was with International Busines | 
Machines. HF 
e Robert L. Maxwell, with Southwest. | 
ern Life’s Dallas agency, was name 
president of the Top Club at the com. © 
pany’s recent 50th anniversary cop.’ 
vention at San Francisco. Mr. Maxwel | 
is a life member of the Million Dolla | 
Round Table. } 


e John K. Baldwin has been appointeg | 
brokerage manager at Minneapolis for 
Occidental Life of California. Foyr. } 
teen years in the business, he formerly | 
was with Connecticut Mutual. : 


| 
e General Agents & Managers Assn, | 
of St. Louis heard James R. Martin 
superintendent of agencies of Massa. | 
chusetts Mutual, speak on the advan. | 
tages of recruiting on the basis of | 
reference by the agency’s present. pro. | 
ducers. 


e Guaranty Life of Florida is increas. 
ing the amount of space its home of. 
fice occupies in the company build. 
ing at Jacksonville. Business expansion 
has made present space inadequate, j 


e Floyd Smith, agency manager of | 
Bankers Life, Ia., in El Paso, has re- j 
ceived a_ certificate of apprecation 
from Maj. Gen. Haydon L. Boatner, | 
acting commanding general of the } 
Fourth Army, for his “wholehearted | 
and consistent cooperation” with the ‘ 
army reserve training program. i 


e N. E. Glassbrook, manager of Ohio \ 
National Life at Lansing, Mich., was 
honored at a banquet celebrating his 
35th anniversary with the company. 
Among _ company officials attending 
were Ray Dodson, vice-president; 
Grant Westgate, superintendent of 
agents, and Frank Johnson, assistant 
superintendent of agents. 


e The J. I. Kislak agency, which has 
offices at Jersey City, Newark and | 
Hackensack, has named Sheldon H. 
Ellowitch manager of its life depart- 
ment. Mr. Ellowitch entered the busi- 
ness in 1939 at Wilkes Barre, Pa., with 
Prudential and most recently has been 
supervisor at Newark for Massachu- 
setts Mutual. 


e Massachusetts Mutual Life has dis- | 
posed of its interest in the French 
Lick Springs hotel at French Lick, Ind. 
Tishman Realty & Construction Co, 
New York, is taking over the property 
as part payment on a New York City 
office building. Massachusetts Mutual 
acquired the hotel after a bankruptcy 
proceeding against the owner resulted / 
in a judgment for $1,600,000. 


e O'Toole Associates, office manage- 
ment consulting firm with many 
clients in the insurance field, has 
bought a two-story brick building 
at 220th street and Hempstead avenue, 
Queens Villiage, N.Y. The firm will 
move early in December after the 
building has been remodeled and com- 
pletely air-conditioned. There will be 
about 3,000 square feet of space. | 


e Life Insurance & Trust Council of 
Atlanta has elected as president Wal- | 
lace Montgomery, trust officer of 
Trust Co. of Georgia. Other officers 
are James P. Poole, vice-president; J. | 
Ben Moore, secretary, and John H 
Thurman, treasurer. | 


e Robert Wydman has joined the Earls © 
agency of Mutual Benefit Life at Cin- | 
cinnatti, following his return from the | 
marine corps. Mr. Wydman entered — 
the business with the Earls agency | 
in 1948. \ 


e Chicago Life Agency Cashiers made | 
an inspection tour of the Ferrel M. | 
Bean agency of John Hancock. Elmer 
Anderson, Metropolitan Life, is pres- 
ident of the cashiers. 
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For Bankers Life of Ne- 
braska, the year 1953 will 
be the biggest in the Com- 
pany’s 66 year history. 
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Life insurance sales, 
sparked by the record- 
breaking $10,000,000 
“Strike Oil” Anniversary 
campaign, have already 
hit a new high. 


And now in addition, 
Bankers Life salesmen 
are equipped to explore 
and develop the field of 
Accident and Sickness in- 
surance—a new field of 
coverage which has been 
added to their sales port- 
folio. 


Bankers Life 
520355 Of Nebraska 
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ARE YOU ON THE OUTSIDE LOOKING IN? 
Would You Like to Vacation at 


in 1954? 


Pacific National’s star producers 
are planning their convention at the 
luxurious Broadmoor in Colorado 
Springs next year, with all expenses 
paid. In addition, ALL Pacific 
National men may share in the 
company’s non-contributory Retire- 
ment Plan. 

Write Kenneth W. Cring, TODAY, 
about the opportunities and General 
Agency openings available with... 


PACIFIC NATIONAL 
LIFE ASSURANCE CO. 


411 East South Temple Ray H. Peterson, President 


Salt Lake City, Utah ——-“ngeth. W. Cring, VP. & 
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Wrenin the past decade the marked in- 
crease in rural electrification has contrib- 
uted much to the economic welfare of our 
section of the nation. Bringing electricity 
to farm homes has vastly improved living 
conditions, lightened the work load, and 
increased production. The extent to which 
this modern convenience is being utilized 
in our area is evidenced by the fact that it 


has 11% of the nation’s electrified farms. 


Founded in this center of rich natural 
resources, power facilities and vital indus- 
tries, the Great Southern is steadily grow- 
ing in stature and strength — providing 
the people in this great section of our na- 
tion the advantages derived from the se- 


curity of adequate life insurance. 







REAT SOUTHERN 
» Sife Insurance Company 





Home Office Houston, Texas 








“He brought us together . . . and kept us together. Without 
his thoughtfulness, we'd have lost touch years ago. Remember 
when Mary’s Dad died? How she moved away, went to work 


instead of school, dropped out of the crowd? Dad didn't let that 


happen to me. He knew how important it is for a girl to keep the 


friends she grows up with. He—and his insurance man—made 
sure my life could follow the pattern he designed for it. Yes—Dad 


made ‘us’ happen, really. Let’s never stop thanking him.” 


This family-in-the-making — will 
always feel pride and gratitude 
toward a foresighted Father—and 
a wise insurance man who helped 
him set up a sound program. 
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